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War Damage Ins. Plan 
Unsound In Principle 
Says H. Clay Johnson 


: Royal - Liverpool E Executive Says 
Present-Day Realism Discour- 
ages Idea of Insurance 


AMERICAN MANAGEMENT 


Favors Declaration of Policy by 
Congress to Give Such Damage 
Relief as Seems Possible 


Viewed in the cold, hard light of 
present-day realism, the war damage 
insurance program of World War II 
was unsound in principle and any repe- 
tition of it today would be many more 
times unsound, declared H. Clay John- 
son, assistant United States manager 
of the Royal-Liverpool Group, when ad- 
dressing the Insurance Conference of 
the American Management Association 
at Chicago on November 16. 

Problems inherent to any war damage 
program defy perfect solution, Mr. 
Johnson told the insurance company 
and buyer executives at this gathering. 
About the most that could be attempted 
along this line is a declaration of policy 
by Congress to furnish out of general 
appropriations such relief as Congress 
may determine at that time as being 
‘commensurate with the resources of the 
government. “This would seem to be 
the most honest and straight-forward 
approach to the situation,” continued 
the Royal-Liverpool official, “avoiding 
as it does any over-promise of indem- 
nity and yet giving all concerned some 
evidence of good intent. Implicit in any 
such proposal is the conclusion that war 
damage cannot be insured by private 
carriers.” 


Compensation Solution 


With respect to the liability of in- 
surers for workmen’s compensation 
claims due to war risks Mr. Johnson 
stated his belief that a Federal law re- 
lieving employers and their insurance 
carriers from liability would greatly as- 
sist any course of action to amend the 
state laws. 

Explaining why a war damage insur- 
ance program as such would not be 
sound Mr. Johnson said: 

“The total resources available to War 
Damage Corporation consisted of an 
authorized capital stock of $100 million 
(of which $1 million was actually paid 
in), together with additional funds of 
$1 billion which R.F.C. was authorized 
to supply. These funds, together with 
the $250 millions of premiums collected, 
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Significant Dates 


in Insurance History 


These dates in the history of America’s 
insurance business mark the founding of a 
company which serves the public today. In 
the years that followed, each company became 
a member of the London & Lancashire Group 
— an organization of strength and depend- 
ability serving policyholders throughout the 
world. 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK ° STANDARD MARINE INSURANCE COMPANY, LID. 
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Knowledge of Client 


Sadler Hayes, of the Penn Mutual’s Carr R. Purser Agency, 
New York City:— 


“In our information-getting interview we are enthusiastic, be- 
cause we feel that we are doing a great job for our client. We tell 
him how we take his Social Security, his GI insurance, his com- 
pany pension plan, his company group insurance plan, and his 
personal insurance, and coordinate them in one organized plan 
which will do the best possible job for his family in the event of 
his death, disability, or advanced age. We tell him that our job 
is to squeeze each one of the dollars he is putting into life insur- 
ance and get the greatest value therefrom. We describe our 
method of using the automatic program system, and how this is 
coordinated with Social Security and the other assets. 





“We obtain all information about him because we believe in 
thoroughness. We believe that there are two kinds of knowledge 
in this business—one is knowledge of our client and his affairs— 
the other is knowledge of our product. The first is the more im- 
portant of the two.” 
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Mid-Year Program 
Of Commissioners 


Here December 2-5 


Full Schedule of Committee Meet- 
ings Will Start on Sunday, 
December 2 


LIFE COMMITTEE AGENDA 


Details of Luncheon Plans To Be 
Announced Later; Plenary 
Session Wednesday 


The National Association of Insur- 
ance Commissioners has issued its com- 
plete program for the mid-winter meet- 
ing at the Hotel Commodore in New 
York City on December 2-5. Sunday 
morning, December 2, be 


meetings of subcommittees on examina- 


there will 
tions, workmen’s compensation and ex- 
ecutive committee on reinsurance study. 
Sunday afternoon there are scheduled 
meetings of the 1921 standard 


formula subcommittee, subcommittee of 


profit 


unauthorized insurance committee hari- 
dling life insurance solicitation on mili- 
tary bases jurisdiction over which has 
been ceded to Federal 
blanks committee, Blue 
Shield subcommittee, and the executive 
committee. Chairman D. D. Murphy, 
South Carolina will preside at the ex- 
ecutive committee session. President of 
the Commissioners Association is Frank 
Sullivan, Kansas Commissioner. 

On Monday morning, December 3, the 
unauthorized insurance committee will 
meet and also the uniform deposits laws 
and regulations and security or insol- 
vency funds subcommittee of the laws 
and legislation committee. The morning 
will close with the first plenary session 
the NAIC the grand ballroom. 


Life Committee Agenda 


Government, 
Cross-Blue 


of in 


Committee meetings will continue 
Monday afternoon with the following 
scheduled: war clauses subcommittee of 
life committee, examinations committee, 
fire and marine committee, liaison, valu- 
ation of securities committee. 

Committee meetings will also take all 
of Tuesday, except for the noon lunch- 
eon in the grand ballroom, details of 
which will be issued later. Committees 
to meet that morning will include uni- 
form accounting, fire prevention and 
safety, interstate cooperation, casualty 
and surety and life. The life committee 
agenda, to be presented by Chairman C. 
Lawrence Leggett, Missouri, follows: 

1. Study of possible effects of atomic 


(Continued on Page 7) 








November 23, 1951 


—— 


“It’s so much better this way—feeling that we are free to come and go...” 


| The 
hdebendent 


NWA 


T MADE a pleasant sight... the quiet, elderly 
I couple with their packages piled beside them on 
the waiting-room seat. They kept looking at the 
schedule of outgoing trains on the blackboard across 
from where they sat. 


‘We. still have twenty minutes,” the man said. 
“Train’s a little late.”” The woman nodded. ‘‘Busy 
week-end for everyone, I guess.” 


They sat in silence for a few moments and then 
the woman said, ‘‘Wonder who he looks like— Fred 
or Emily?” The man smiled and said, “No telling 
till we get there.”” He looked at the station clock 
and said, “‘Wish the train would hurry up. I’m sure 
anxious to meet our latest grandchild!” 


“And so am I! In a way, I wish Fred and Emily 
didn’t live quite so far away, because then we could 
see them more often. And yet, if they lived any 
closer, I’m afraid I’d be pestering the life out of 
them.” 


“The man nodded. “It’s better this way. Even 
though Fred is our son, I’ve always felt that a man 
deserves a chance to work out his own life without 
too much family interference.”” He chuckled and 
said, ““You and I, of all people, should know about 
that—remembering how many family obligations 
we had to put up with in our own early years.” 


His wife smiled a wistful little smile. ‘Yes, it 


seemed for a while that there were so many people 
who needed looking after that we scarcely had time 
to look after ourselves. First there was your dad, 
then mine, and then...” 


“Yes, there was always something.”’ He recalled 
how involved in family problems they were the year 
Fred was born. It was then that Dave Thomas had 
come to the house to talk with them again about 
their life insurance program. Dave had pointed out 
that besides protection for the family, their life in- 
surance could be a big help in making them finan- 
cially independent in their later years. So he took 
out the additional New York Life policy Dave had 
suggested—and he had had reason to be thankful 
many, many times since... 


He placed his hand on the pile of packages next 
to him and said to his wife, ‘“Yes, it’s so much better 
this way—to visit Fred and his family feeling that 
we are free to come and go, knowing we will never 
be a burden to anyone.” 

The man at the gate had opened it and was 
announcing the arrival of their train. He couldn’t 
help smiling as they passed him, because they looked 
so happy and so content with life. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
Naturally, names used in this story are fictitious, 
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Must Broaden Agency Concepts, Says Dowell 


lf management is to measure up to 
the responsibilities of its job today it 
must not spend so much time on things 
that are urgent that it has none left 
for those that are important, Dudley 
Dowell, vice president of New York 
Life, told a group of general agents and 
managers meeting in Chicago last week 
in connection with the meeting of the 
Agency Management Association. After 
na study of its agency problems in 

New York Life he said, “We think our 
ch: inces of realizing our aims are bet- 
ter if we follow three fundamental 
convictions: We must broaden the base 
by which we select agency objectives 
and judge agency results; there are no 
simple, one-track answers to qualitative 
results; and the free cHance to succeed 
or to fail is not enough in dealing with 
agents nor in dealing with men in field 
management.” 

Mr. Dowell traced the history of 
management during the past 25 years 
when the general agent’s, manager’s 
and agent’s franchise was in effect a 
free chance to succeed or fail, to the 
eras of  gift-and-gadget techniques, 
package selling, policy audit and the 
concept of the professional agent. Com- 
ing to the present he said: 


Have Outgrown Old Methods 


“We have outgrown the old advocacy 
of the free chance to succeed and the 
equally free chance to fail. We have 
done this by aiming at more selective 
targets and by implementing this deci- 
sion with a better choice of methods. 


By intention our selection has im- 
proved, our recruiting has been more 
intelligent, our financing more realistic, 
our initial and _ subsequent training 
more adequate. Evidence of these im- 
provements is found in an _ increased 
production from fewer men, but even 


greater evidence that these management 
decisions were right is found in grow- 
ing public acceptance of life insurance 
and the life insurance agent. 
“Lagging behind our greater selectiv- 
of aims and our choice of methods 
for dealing with the agent’s job has 
been our attitude toward agency man- 
agement. We have only begun to 
scratch the surface in clarifying our 
attitudes and implementing them in this 
area. Here, too, we need to make prog- 
ress in the equivalent phases of manag- 
ing managers, in recruiting, selection, 
in better and more realistic merit com- 
pensation, through management train- 
ing, and the kind of adequate super- 
vision which interprets the field and its 
aspirations to the home office and at 
the same time interprets the goals of 
the home office to the field. 
“This renaissance of life 
agency management was_ accelerated 
during World War II. Economic con- 
ditions produced by the war eliminated 
most of our marginal and misfit agents, 
lifted production and agents’ average 
earnings to a new high, restricted re- 
cruiting activities as a result of im- 
proved selection and induction proce- 
dures. 


ity 


insurance 


Now Up to Agency Department 


“But I wonder whether in our pride 
and in our desire to excel in sales vol- 
ume during the past six years, since the 
end of the war, if we may not have 
lost some of the ground we gained 
during and before the war? These post- 


war years, marked by a_ phenomenal 
expansion in sales, have left most of 
our agents ‘feeling no pain.’ And yet, 


the amber warning lights have been 
blinking at each monthly cross-road for 
the past ten months to tell us that the 
uninhibited ‘sales honeymoon’ is over 
or, as one of my agency friends puts 
it, ‘that the gravy train is slowing 
down in its current run.’ 


“During this boom period I am afraid 
in agency management, 


we, have been 


like careless housekeepers and _ have 
swept many of our problems under the 
rug. The ball has now been passed to 
the agency department.-No longer will 


there exist so large a pool of unused 
money from mortality charges which 
we can dig into to support agency 


operations if their costs should exceed 
total loading of the premiums. The days 
-have long since passed when _ excess 
interest earnings of 1% or 144% over 
that required was available as another 
cushion. Further, we know the effect 
that large reserves, called for by the 
new CSO system will have on our finan- 
cial operations. 

“Now more than ever before, the 
agency department must stand on its 
own feet, with perhaps the same degree 
of mathematical certainty that typifies 
the work of our actuarial and invest- 
ment departments.” 

Production and Financial Results 


Telling of the setting up by New 
York Life of an agency research divi- 
sion, Mr. Dowell continued: “One of 


the ‘sobering experiences of a man who 
moves into home office responsibilities 


after years as a manager comes when 
he realizes the extent to which the 
company’s financial welfare is dependent 
upon the quality of the new business 
written by its field organization. Since 
a number of you represent companies 
which write in the neighborhood of 
$100 million of new business annually, 
an illustration of the effect of quality 
in new business operations on this vol- 
ume will make this point clear. 

“For this illustration, let us assume 
that a company is writing $100 million 
of new business annually, but its aver- 
age size of policy is among the lowest 
and its two-year lapse rate is among 
the highest among the companies with 
which it may appropriately be com- 
pared. Assume further, that this com- 
pany through good management is able 
to’ raise its average size of policy to 
where it equals the average policy writ- 
ten by the top companies with which it 
might be compared, and further, that 
it can reduce its two- year lapse rate to 
a point comparing favorably with the 
better records of its contemporaries. 
Such an improvement might mean an 


Richard Guest Surveys Compensation 


Situation and Some Recent Changes 


The present agents’ compensation sit- 
uation was surveyed by Richard C-. 
Guest, vice president, Massachusetts 
Mutual Life, before the Agency Man- 
agement Association last week in Chi- 
changes 


cago. Commenting on recent 

in first year commissions, he said: 
“During the last few months there 

have been several companies announce 


increases in the first year commissions ; 
e.g., 10%*across the board in one com- 
pany, an extra graded 5% bringing a 
commissien rate which nreviously had 
been reduced below 50% back up to 50% 
in two companies, and an extra 5% on 
all term policies and on other plans of 
insurance up through age 55 where the 
policy amount is $5,000 or more in one 
company. 

“This tendency might develop into a 
trend. We shall not know whether or 
not this is the case until, as we expect, 
most companies reexamine their com- 
pensation plans in the light of probable 
changes in New York legislation. 
Proposed Changes in New York Law 


Concerning the proposed changes in 


the New York Limitation of Expense 
Law, Mr. Guest made this comment: _ 
“The proposed uniform control of 


general agency and manager operations 
would permit more rational and more 
effective handling of the general agency 
system, particularly in relation to the 
establishment of new general agencies 
or the replacement of general agents 
in offices already established. Then the 
recommended separation of agents’ com- 
pensation from the annual expense re- 
port, coupled with an agency expense 
limit more carefully related to the in- 
cidence of costs, should minimize diffi- 
culties over which. companies have had 
little control, for example, variations 
in volume of new business and the ex- 
pense incurred with reference to death 
claims, disability claims, and the use of 
settlement options. 

“Particularly significant is the pre- 
cise definition contained in the proposed 
legislation of the agents’ compensation 
limit applicable to agents within gen- 
eral agency operations as clearly as 
has been the case with agents within 
the branch office system. This should 
clear up many misunderstandings which 
have existed between management and 
the field. Recently under the present 


statute we have had announcements of 
additional first year commissions to 
agents for certain plans and_ ages. 
These changes, I believe, are not made 
in. contemplation of a new statute and, 
of course, are approved within the pres- 
ent statute. 

“Two observations may safely be 
made in relation to New York expense 
control. In the first place, those com- 
panies which have had difficulty in con- 
forming with the present statutes have 
been mostly concerned with the limits 
exercised through the annual accounting 
to the New York Insurance Depart- 
ment of first year and other expenses. 
Secondly, within the general agency 
companies the level of agents’ compen- 


sation has depended, amone other 
things, upon the earnings of the gen- 
eral agent within the over-all commis- 
sion limit. 

3ecause of the clarity of the defini- 
tion of agents’ compensation in the pro- 
posed law, and because of the discus- 
sions which have been aired in con- 
nection with pre-legislative activity, it 


is to be expected that most companies 
will reexamine their bases of compensa- 
tion to agents. Probably some compa- 
nies will make no changes and few com- 
panies will make radical changes. Some 
may pay more first year dollars, as a 
few are now doing within the present 
law; some may shift the emphasis on 
vesting; some may shift the emphasis 
on commission income to facilitate the 
induction of new men. Many compa- 
nies will no doubt scrutinize the rela- 
tionship of income during active sales 
operations to the income received by 
agents during the comparative inactivity 
of advancing age. 

In view of the stand taken by the 
New York Insurance Department that 
cost to policyholders should not be ma- 
terially increased and in view of net 
cost competition among life insurance 
companies, we may expect that. any 
sound, progressive changes which may 
be forthcoming will be examined espe- 
cially as to the best public interest.” 


Features of Presents Plans 


Mr. Guest analyzed the compensation 
methods used at the present time vary- 
ing from the traditional 50% or 55% 
and nine 5s to those with lower first- 
year commission and renewals heaped 





increase of $2,000 in average policy size, 
and in improvement in the two-year 
lapse rate of around 10 percentage 
points—goals which can be justified be- 
cause differences greater than these do 
actually exist between companies which 
are otherwise comparable. 

“Leaving all factors the same (total 
volume of $100 million, premium rates, 
interest and mortality), but increasing 
the average size by $2,000 and decreas- 
ing the two-year lapse rate by 10 points, 


results in added insurance margins of 
between $114 million and $2 million— 
over the 20-year period, which is the 
customary time that such financial 
comparisons cover. 

“I emphasize again, that this is the 
difference in financial results over a 


20-year period on only one year’s pro- 
duction of $100 million, by improving 
the lapse rate 10 percentage points and 


increasing the average policy size by 
$2,000. It follows that maintainance of 
similar performance might make an 


equi il contribution to the financial wel- 
fare of the company on each successive 
year’s production.” 


in the first three or four renewal 
years. 

“Of 
Mr. 
renewal 
newal 5s 
companies 


rates by the second, 


two, 


the 45 companies studied,” said 
Guest, “one company uses a_first 
of 10% followed by eight re- 
and 2% thereafter. Fifteen 
use renewals at even higher 
third or fifth years 


followed by fees usually around 2% 
thereafter.” 
Twenty of the companies analyzed 


provide Group life and group hospital 
and surgical coverage. Nine of these 
companies provide accident and sickness 


coverage. Two additional companies 
provide some of these plans for mana- 
gers, but not for their agents. Five 


companies provide Group life insurance 


only. Two companies provide group 
hospital and surgical insurance only. 
Sixteen companies provide no Group 


insurance whatsoever. 
Retirement Plans for Agents 


On the subject of pensions for agents 
Mr. Guest said: “Although a decade ago 
only about one-quarter of the compa- 
nies represented in the association pro- 
vided pension plans to agents, the pro- 
portion now is almost three-quarters, 
and the companies operating in New 
York, with possibly one exception, make 
some provision for retirement. 

“The majority of the plans are con- 
tributory on a 3, 4, matching 
basis. In almost half of the contributory 
plans there is no vested contractual 
right in the companies’ contributions, al- 
though, as a practical matter, contracts 
are liberally interpreted upon termina- 
tion by disability. Among those vesting 
company contributions, there is no uni- 
formity, and the tendency is for the 
vesting of agents’ pensions to be much 
longer deferred than is the case in most 
commercial pension plans. 

“Probably we may expect a more 
marked trend toward more liberal pen- 
sion plans with a greater vesting in- 
terest in the light of the recent change 
in Federal tax laws which extend the 
benefits of Section 165 of the Internal 
Revenue Act to full-time life insurance 
salesmen who are considered employes 
under the Social Security Act amend- 
ment of 1950. Under this amendment 
the pension will now be taxed if it meets 
all the requirements of Section 165 as 
if it were an annuity the consideration 
for which is the amount contributed by 
the employe. 

“It is only fair to say that we are 
still not clear on what classes of agent 
qualify under this amendment. More- 
over, parenthetically, general agents 
cannot be included in this category. 
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Shown seated, left to right, are F. James Sensenbrenner, Jr., receiving the 
policy from his great grandfather, Frank J. Sensenbrenner. 

Standing, same order, are F. James Sensenbrenner, grandson of F. J., and in 
light coat at right, John Stilp Sensenbrenner, son of 


Four generations of the prominent 
Sensenbrenner family of Wisconsin are 
now insured in the Northwestern Mu- 
tual Life, Milwaukee, with the issuance 
of a $10,000 juvenile policy to F. James 
Sensenbrenner, Jr., age 8. This was 
the first policy written by the North- 
western Mutual in the lower 5 to 9 ages, 
which the company began issuing as of 
November 1. 

Frank J. Sensenbrenner, a prominent 
industrialist and civic leader, Neenah, 
Wis., who has been a Northwestern 
Mutual policyholder for 66 years, pur- 
chased the policy for his grandson 
ns and presented it to him. Mr. Sen- 


senbrenner is the senior member of the 
board of trustees of the Northwestern 
Mutual having been elected in 1919, and 
is a member of its executive committee. 

A pioneer in the paper industry, Mr. 
Sensenbrenner is a director and the for- 
mer president and board chairman of 
Kimberly-Clark Corp., Neenah, manu- 
facturers and converters with plants in 
various parts of the country. President 
of the board of regents of the Uni- 
versity of Wisconsin, he is also a trus- 
tee of Marquette University, Milwaukee, 
and Lawrence College, Appleton, Wis. 

John Stilp Sensenbrenner, Menasha, 
the second generation, has been a 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 


Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, Ill. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














policyholder in the Northwestern Mu- 
tual for 25 years. Like his father, he 
carries the limit for which the company 
will insure an individual. He is a re- 
tired vice president of Kimberly-Clark, 
and served as a colonel in World War 


F. James Sensenbrenner, Jamie’s dad, 
a Northwestern policyholder for 20 
years, is president of the Sensenbrenner 
Paper Co., Milwaukee. He is Wiscon- 
sin state chairman of the 1952 March of 
Dimes. 

Jamie attends third grade at Milwau- 
kee Country Day School. His No. 1 
Northwestern Mutual juvenile policy 
makes him the twelfth member of the 
Sensenbrenner family insured by 
George H. Cameron, Northwestern Mu- 
tual agent of Neenah, who is associated 
with the Marue A. Carroll general 
agency of Oshkosh. 





Mass. Mutual to Share 
Cost of LUTC Tuition 


As a means of concretely supporting 
the Life Underwriter Training Council 
program as well as rewarding each of 
its successful enrollees, Massachusetts 
Mutual Life has announced that begin- 
ning with the 1951-52 school year, one- 
half of the tuition charge will be re- 
funded to its representatives who suc- 
cessfully complete either section of the 
LUTC course each year. The feeling 
is that the LUTC program, since its 
inception in 1947, has proved its worth 
as a valuable supplement and comple- 
ment to the company’s training pro- 
gram. 

The number of Massachusetts Mutual 
representatives claiming the CLU desig- 
nation now totals 138. Thirteen of this 
number were awarded the designation 
at the annual conferment of the Ameri- 
can College at Los Angeles in Septem- 
ber. Under the present system the com- 
pany pays half the cost of each exami- 
nation, and the remaining portion is 
refunded to the candidate upon success- 
ful completion of each exam. 

A scholarship for a week’s study at 
one of the CLU Institutes held annually 
at the University of Connecticut, Storrs, 
Conn., is awarded by the Massachusetts 
Mutual General Agents Association to 
the CLU who is considered to have 
been of greatest value to the CLU 
movement, to his company and to his 
agency during the Leaders Club year 
ending March 31. This scholarship was 
first awarded in 1950 to Morris Land- 
wirth, CLU, Peoria, and Eugene C. 
Noyes, CLU, Akron was the recipient 
this past year. 





Business Men’s in Florida 

Business Men’s Assurance of Kansas 
City has been licensed to do business 
in Florida. The company now operates 
in 35 states, District of Columbia, Ha- 
wali and Gu: im. It has branch and dis- 


trict offices in 60 principal cities and is 
now organizing its staff for Florida, 











A WELL-BALANCED COMPANY 


improves performance 


From childhood’s earliest 


moments... balance is 


essential to progress. 


So, too, in a life insurance 


company, continuous 
achievement is aided by a favorable 
balance of past history, present 
progress, and future plans. 


Fidelity is a well-balanced 
company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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GENERAL AGENCY OPENINGS 
AVAILABLE 


BROKERAGE BUSINESS INVITED 
Write Direct To 


PROVIDENT LIFE AND ACCIDENT 
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Citation for Mutual Benefit 





Pictured above are John S. Thompson, 
left, president, Mutual Benefit Life, re- 
Trophy, 1951 


ceiving the Silver Anvil 
Achievement Award of the American 
Public Relations Association from Dr. 
Paul F. president, 
American University 
mittee on Awards), at a special lunch- 
eon recently in Philadelphia which was 
a feature of the APRA annual conven- 
tion. 

In a field characterized by many ac- 
tivities of long range significance, the 
public relations Mutual 
Benefit has been judged worthy of top 
recognition. The program was based on 
the premise of preference, willingness, 
and determination of individuals to pro- 
vide for themselves rather than looking 
to government for financial security. On 
this basis it has been aimed at the in- 
creasing proportion of people of advanc- 
ing years, and has sought to provide 
for them to assure satisfying activity, 
seasonable health and adequate income 
in later life, This has been developed 
in a book, “Begin Now—To Enjoy To- 
morrow,” which has received acclaim in 
insurance, medical, and business publi- 
cations. 


Douglass, right, 


(chairman, Com- 


program of 





John S. Romig Dead 


John S. Romig, supervisor of adver- 
tising for Provident Mutual Life of 
Philadelphia died suddenly on October 

He was 66 years of age. During his 
almost 20-year association with the com- 
pany, Mr. Romig’s responsibilities were 
devoted mainly to direct mail and ad- 
vertising and in September, 1947, he 
was appointed supervisor. 

A graduate of Pennsylvania State 
College and a member of the University 
Club of Philadelphia, Mr. Romig is sur- 
vived by his wife, Louise. 
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Pacific Mutual Makes 
Group Field Changes 


CHAS. CURRIER TO HOME OFFICE 





Darwin Liggett Midwest Regional Su- 
pervisor; Killingsworth, Manager at 
Chicago; Frederickson, Los Angeles 





Five new promotions in Pacific Mu- 
tual Life’s Group insurance field force 
were announced by Ralph J. Walker, 
vice president. 

Charles Currier assumes duties as su- 
perintendent in the company’s Los An- 
geles home office. Currier has been re- 
gional group supervisor for the Midwest 
territory, with offices in Kansas City, 


Mo. 
Darwin S. Liggett, manager of Pa- 
cific Mutual’s Chicago office since 


March, 1951, has been appointed new 
Midwest regional supervisor. He _ will 
remain in Chicago. Armor R. Killings- 
worth, assistant manager of the Chicago 
office, succeeds Liggett. 

Dale Fredrickson, manager of the 
Kansas City group office for the past 
year and a half, will assume new duties 
on December 1, as assistant manager of 
the company’s Los Angeles group field 
office, largest of Pacific Mutual’s group 
offices. Lloyd Harmon, group represen- 
tative in Seattle, has been appointed 
manager of the Kansas City office. 


Careers of Men Promoted 


Mr. Currier’s home office responsibili- 
ties will include supervision over gen- 
eral sales matters and coordination _of 
certain field activities. He joined Pacific 
Mutual in August, 1950, as group field 
superintendent with general supervision 
of group offices and personnel east of 
the Rockies. His Pacific Mutual ap- 
pointment followed ten years with the 
John Hancock, which culminated in 
managership of that company’s Kansas 
City office. 

Darwin Liggett, in his new position, 
will be responsible for coordinating 
group activities of offices in Chicago, 
Cleveland, Detroit, Indianapolis, Kan- 
sas City and St. Louis. Liggett, a grad- 
uate of the University of Nebraska, en- 
tered the group insurance field in 1937. 
Before joining Pacific Mutual, he was 
with Aetna Life Insurance Co. for 10 
years, with Massachusetts Mutual for 
two years, and was vice president of 
Ralph C. Wilson Agency, Inc., a Detroit 
brokerage firm. 

Armor Killingsworth, graduate of the 
University of Southern California, went 
to Chicago last April as assistant mana- 
ger of the Chicago office. He joined 
Pacific Mutual in October, 1949, as a 
representative in the Los Angeles group 
office, and in August, 1950, he opened 
the company’s Indianapolis office. 

Dale Fredrickson joined Pacific Mu- 
tual in July, 1949, after receiving a mas- 
ter’s degree in business administration 
from the University of California. His 
first assignment was to the Los Angeles 
group office, and in May of 1950 he 
was appointed Kansas City manager. 
Lloyd Harmon began his Pacific Mu- 
tual career in Seattle in December, 1949, 
following graduation from the Univer- 
sity of Washington. 


Penn Mutual Dividends 


A new scale increasing dividends in 
1952 on CSO policies was adopted by 
trustees of Penn Mutual Life at its meet- 
ing on November 14. The total dividends 
awarded for the year of 1952 amount to 
$13,200,000. In general for policies issued 
on the American Experience basis the 
1952 dividend will be the same dollars 
and cents amount as was paid in 1951. 

Excess interests payments under in- 
come settlement options, including the 
interest option, will not be changed and 
will be based on a total interest rate of 
3%. The interest rate on dividend accu- 
mulations will continue at 3% except 
under certain older policies where the 
policy fixes the rate at the average net 
return on the company’s assets. The rate 
for these policies will be 3.07%. 


Fidelity Mutual Life Club 
Holds Its Annual Meeting 


Eighty-six membérs of the Twenty- 
Five Year Club of Fidelity Mutual Life 
held their annual dinner meeting re- 
cently as guests of the company. The 
club now carries ninety-nine persons on 
its roster including 28 who are retired. 

Nine new members with 25 years of 
service were inducted by E. A. Roberts, 
president of the company, and awarded 
service pins mounted on brooches for 
the women and on tie clasps for the men. 

Mr. Roberts spoke of the progress 
of the company during the past year and 
stressed the part played by these key 
members of the organization. Samuel 
McGarvey, president of the club, pre- 
sided. Officers for the ensuing club year 
were announced: President, John D. 
Hicks; vice president, Carl E. Beck; 
secretary-treasurer, Margaret McCalla. 


Brooklyn Branch to Hear 
Fluegelman, Rubini, Nov. 30 


The Brooklyn Branch of the Life 
Underwriters Association of the City 
of New York will hold its second edu- 
cational meeting of the season at the 
Hotel Bossert on November 30. Speak- 
ers will be David B. Fluegelman, CLU, 
Northwestern Mutual, and Earl Rubini, 
manager, Metropolitan Life. 

The meeting will be open to non- 
members as well as members and there 
will be no admission charge. 


Carl M. Spero Honored at 


Annual Federation Luncheon 

About 50 representatives of the life 
insurance business contributed to the 
Federation of Jewish Philanthropies of 
New York at the annual Federation 
luncheon last week at the Advertising 
Club. The luncheon, which was in honor 
of Carl M. Spero, newly-elected presi- 
dent of the American Society of Char- 


tered Life Underwriters, marked the 
opening of the drive of Federation’s 
life insurance division. 


Edward Popper, member of the Jew- 
ish Welfare Board and of the Welfare 
Council of the City of New York, guest 
speaker, revealed that Federation must 
raise $5,500,000 more this year than 
in 1950. 

Presiding at the luncheon were Co- 
chairmen Benjamin D. Salinger, Mutual 
Benefit Life, and Harold A. Loewen- 
heim, Home Life of New York. 


W. T. Mofily, Jr., Appointed 


Provident Mutual Agency Vice Presi- 
dent James H. Cowles has announced 
the appointment of William T. Moffly, 
Jr., as agency supervisor, in charge of 
the company’s Chicago No. 9 agency. 

Mr. Moffly became associated with 
Provident Mutual in 1928, following his 
graduation from Yale University—and 
has had varied experience in sales and 
supervisory work. He was appointed an 
assistant manager of agencies in 1950, 
which title he will now relinquish in 
order to assume his new responsibilities. 








Ye Olde Maine Almanac For 1951 





Q. What are bording houses? 








John heard next that dieting, 

Was the only thing ’twould cure him,— 
Live on a jill of soup each day, 

And they offered to insure him. 
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BREVITYS 


FRONT TEETH 





RESOLVE - Sell Union Mutual 
Insured Savings Plan 


SLIPPERY - Good time to sell 
Union Mutual Non-Can S& A 


Income Tax Time - review of 
business reveals need for <ZB 
Business Insurance | 


SPRING - renewed vitality for 
selling Union Mutual ee 
Ris 





Union Mutual Double 
Protection Plan sells easily 


WEDDINGS - Need for 
Family Income A 


VACATIONS - Retirement 
Plans provide future vacations 





bs 


Back to work - ideal Program- 
ming time 

SCHOOL AGAIN - sell Union 
Mutual Juvenile Insurance 
New Homes ready - Mortgage 
Retirement protects family 
Group and Wholesale make fine 
Xmas gifts for employees 
XMAS - Let the season 8) 
be Merrie 
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Prompt and predictable underwriting* 
in the Home Office is worth a bag of 
gold to the professional field \ 
underwriter. 
saved in calling on prospects = 
... Money made in completing sales, and 
delivering the policy. Many Union 
Mutual Home Office people, including 
the President, have been in the field 
themselves ... 
field man’s eyes. 





on a personal, individual basis \ 
— for more sales, more profits. 


NT, 
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It means time 


cs 


Fi Ewe 


can see it through the 
And Union Mutual, 
though big enough to offer 
comprehensive personal cov- 
.erage, is small enough to work 







fees)" 


* The average time required to underwrite 
a life policy is 3 days from receipt of 
application to mailing of policy. 
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H. S. McConachie Named 

President of LIAMA 
HE IS V.P. OF AMER. MUTUAL 
Worked Way Through Law School as 


Insurance Agent; Four New 


LIAMA Directors 





H. S. McConachie, vice president and 


superintendent of agencies, American 


Mutual Life, Des 
president of Life Insurance 
Management Association. ‘ 

Born in Missouri, Mr. McConachie is 
a graduate of Westminster College and 
St. Louis University. He worked his 
way through the law school of the lat- 
ter college by selling life insurance for 
Central States Life. He was a half- 
back on the St. Louis University foot- 
ball team. He decided to go into insur- 
ance rather than law and went with the 
Central States as a full-time man until 
1933 when he joined American Reserve 
Life of Omaha as superintendent of 
agencies. In 1938 he became a member 
of the home office of American Mutual 
Life in the agency division, became su- 
perintendent of agencies and in 1941 
was elected a vice president and di- 
rector. He went on the board of Life 
Insurance Agency Management Asso- 
ciation in 1941; was chairman of the 
membership committee and chairman of 
the Small Companies Committee which 
in 1949 conducted one of the most suc- 
cessful conferences that committee has 
had. 


Moines, is the new 


Agency 


New Directors 


Four new directors elected by AMA 
are Ed Phillips of Standard Life of 
Oregon; A. E. Hall, vice president in 
charge of agencies, Confederation Life; 
H. P. Anderson, vice president, Life 
Insurance Co. of Virginia, and Richard 
Pille, vice president in charge of agen- 
cies, Mutual Benefit Life. 


Murrell Bros. Top Quota 


Murrell Brothers, California general 
agents, Mutual Benefit Life, submitted 
243 applications for life insurance tor 
a total amount of $3,857,289 during the 
“October Duel’ month. This totai was 
against a quota of $2,400,000 for month 
and was the largest volume of business 
submitted by any of the company’s agen- 
cies, Fourteen agents submitted over 
$100,000 of business; four submitted 
over $200,000 and two over $400,000. 

Nine agents submitted ten or more 
lives ; $1,250,000 of the $3,857,000 was sub- 
mitted during the last three days of the 
drive. It is the largest monthly volume 


of business submitted since the Mur- 
rell’s went to California in 1937. 
This is the third year the Mutual 


Benefit has put on this special drive for 
business during October. Two agencies 
are pitted against each other in a nation- 
wide competition basis on submitted busi- 
ness. Similar quotas are assigned to the 
competing agencies and trophies awarded 
on the basis of the overall accomplish- 
ments as to volume, quality of business, 
etc. 


October Record Month 
For State Mutual Life 


Sparked by a contest in honor of 
its agency vice president, Robert H. 
Denny, State Mutual Life of Worcester, 
Mass., reports an all-time record for 
October in Ordinary submitted business. 
The total of $14,437,186 on 1,796 applica- 
tions exceeded any October in the com- 
pany’s entire 106 years of business. 

A feature of the “Do-It-For-Denny” 
campaign was the field activity generated 
on Mr. Denny’s birthday, October 17th, 
when 220 applications amounting to $1,- 
852,201 were written on that day. 

In addition, State Mutual showed a 
gain of 9% in its Ordinary paid business 
for October. . . the figure of $10,305,473 
also setting a new State Mutual record 
for the month of October. 
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Post Back From World Tour 


N. Y. Insurance Man Carried to Japanese Life Men Greetings 


From Institute of Life Insurance, MDRT and 
American College of CLU 


By CLarENcE AXMAN 


Charles Lamont Post, CLU, one of 


the best known and most. successful 
life insurance producers in Greater New 
York, has returned from a trip around 
the world during which he met a num- 
ber of important insurance personalities 
in the Japanese life insurance field. His 
Japanese visit in a way was a gesture 
of good will based on the fact that it 
was a return courtesy growing out ot 
the visit to the United States last June 
of some prominent Japanese life insur- 
ance men who had seen Holgar J. John- 
son, president, and Arthur Daniels, ex- 
ecutive assistant of Institute of Life In- 
surance; Carrol M. Shanks, president, 
and Valentine Howell, executive vice 
president, The Prudential, and some 
other important executives. During his 
visit Mr. Post brought the greetings of 
Institute of Life Insurance, of M/llion 
Dollar Round Table and of American 
Society of Chartered Life Underwriters. 
He also made inquiries into the present 
status of life insurance in Japan and 
will make a report to Mr. Johnson on 
his findings. 


Meets Japanese Insurance Men 


Mr. Post left San Francisco on Sep- 
tember 30 after attending the Million 
Dollar Round Table’s annual meeting in 
Coronado Beach, Cal., and flew to Ha- 
wali and from there to Japan. In Tokyo 
he first met Maj. Gen. Wm. Marquat, 
head Economic Scientific Section of the 
Army’s general headquarters to whom 
he explained his mission. The general 
had him billeted at the Imperial Hotel 
and arranged for introductions after Mr. 
Post had signified his intention of visit- 
ing leading life insurance executives in 
Japan. One of those he saw was Shin- 
Ichiro-Kiga, president of Actuarial So- 
ciety of Japan and managing director 
of Chiyoda Mutual Life of Tokyo. An- 
other interesting personality seen was 
K. Nakamura, vice director of the Post 
Office Life Insurance Bureau. Life in- 
surance in Japan is sold by both pri- 
vate insurance companies and the post 
office. Also visited was Shozo Nagasaki, 
chief of the insurance section, Ministry 
of Finance, whose position corresponds 
with that of being Insurance Commis- 
sioner of Japan. 

Mr. Post = learned that one 
of the big problems confronting insur- 
ance companies in Japan is the same as 
that facing companies and_ policyhold- 
ers here—inflation. The inflation was 
stopped for a time in Japan, but got im- 


Conway Studio 
CHARLES LAMONT POST 


petus again when the Korean situation 
developed. 
Change in Family Situation 

In the past, life insurance has been 
largely sold in endowment policies. This 
is because of the Japanese family setup 
by which the oldest surviving male takes 
into his household the entire family 
of the deceased. That system has been 
changed by law under the new Japanese 
constitution and now the estate of the 
deceased goes half to the wife and the 
balance to the children. This means a 
radical change in Japanese thinking 
which will take some time before meet- 
ing acceptance as it runs counter to 
tradition of the centuries. When the 
new law becomes generally accepted it 
will provide a base which will result 
in a tremendous private life insurance 
sale. 

Another problem has to do with the 
fact that the Post Office Department 
is limited in amount of insurance it can 
sell to 50,000 Yen, which in American 
money now amounts to but a few hun- 
dred dollars, but there is no real limi- 
tation because there are no accurate 
records kept. The private companies are 
somewhat concerned over the fact that 
the Post Office is taking a substantial 
part of the potential market for life 
insurance. 


















EASTERN 
LIFE INSURANCE 





386 FOURTH AVENUE, 
NEW YORK 16,N.Y. 


LOUIS LIPSKY, President 
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Tuey know enough who 
know how to learn,” 
Henry Adams. 
learned selling in the life in- 
surance field, there’s a more 
profitable future for you as a 
general agent for Eastern Life. 


GENERAL AGENCIES Now Available 


Company of New York 






EASTERN features a complete range 
of life insurance forms to cover most 
needs, 







wrote 
If you have 


in New York, New Jersey, Connecti- 
ecut, Delaware and the District of 
Columbia. For information, write to 
Murray April, Director of Agencies. 

























plus $10.00 monthly income 
disability benefits. 

















complete personal protection plans ARE acceptable—more 
acceptable; to the agent who takes pride in his service, and 
to the prospect who seeks real security. One reason—they 
include ACCIDENT & SICKNESS DISABILITY INCOME. 


Pacific 
Mautucrl) 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 














From Japan Mr. Post went to Hong- 
kong where he found that the stories 
being printed in American daily news- Christopher Goldsbury, manager of 
papers about its present phenomenal the New England Mutual Life’s agency 
prosperity are true. Hongkong at the in San Antonio since September, 1950, 
present time is somewhat of a tourist has been advanced to general agent. 
paradise, one of the most attractive An alumnus of Princeton University, 
cities to visit of any in the world. It | Mr. Goldsbury has been associated with 
is 2 free port with visitors being per- the New England Mutual since 1939, and 
mitted to buy anything that strikes their has been among the company’s leaders 
fancy and which they can afford in the both in a sales and a sunervisory ca- 
shopping districts. pacity since that time. He settled in 
San Antonio in 1946, after service with 
the Army Air Force in the Pacific dur- 
ing World War II. 

Associated with Mr. Goldsbury in the 
agency are Leland E. McCluer and Ed- 
ward P. Ervin. Mr. McCluer has been 
with the New England Mutual in San 
Antonio for 12 years. Mr. Ervin, who 
entered the life insurance business in 
1929, joined the company last spring. 


WILLIAM SELL DIES 
William Sell, Kansas City Life agent 
in Milwaukee, died recently. Mr. Sell had 
been a member of the field force of the 
Louis E. Madden agency, in Wisconsin, 
since 1936, as a part-time representative. 


San Antonio General Agent 


Italy and Turkey Prosperous 


Next destination of Mr. Post was 
Singapore, the most cosmopolitan city 
he visited, and from there he went to 
3angkok, Thailand. He was impressed 
by the accuracy of the statements that 
the Thais are capable of self govern- 
ment. He then flew to Delhi, India, and 
while in that part of the world made a 
trip to see Taj Mahal, sometimes called 
one of the seven wonders of the world. 
Leaving the distant Orient he landed in 
the Near East, his first stop being Bey- 
routh, Lebanon, which is the Riviera 
of the Eastern Mediterranean. From 
there he visited Istanbul (Constanti- He became a full-time agent in 1941. 
nople) Turkey. He found the Turks During his insurance career he was 
prosperous, happy, democratic and ap- 4 consistent leader in production. He 
parently unafraid of invasion by Iron qualified for the President’s Club three 
Curtain countries, and invasion will not times and also was a three-time winner 
be easy as the Turks have mined the of the National Quality Award. 
Bosphorus. Surviving is his widow. 

Mr. Post then flew to Athens. There 
many of the ruins continue to fascinate 
visitors interested in historic temples days in Estoril, the famous seaside 
and art. From Athens he flew to Rome resort frequented by royalty and many 
which looks the same as it did before Europeans. Numerous members of for- 
World War II. People there are well mer Royal ruling families are living 
dressed and shopping is a delight to there. The trip took about two months 
tourists. , and he saw much which lends itself to 

Mr. Post also visited Madrid and optimism as to the future status of 
Lisbon. In Portugal he also spent three the world. 
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Substandard—600% Mortality 
Retirement Benefit Plan for Brokers 


$10 Monthly Income Disability 
50-Year Family Income Rider 
Exceptional Consideration for Overweights 










1780 BROADWAY, NEW YORK 
-at 57th Street * JUdson6-4660 





MICHAEL A. WILTON, Vice President 


DAVID A. CARR, President 
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Guardian Life Buys 
White Plains Site 


NO DECISION ON FUTURE USE 





Two Story and Basement Structure 
May Be Occupied by Company 
Or Leased to Tenants 





Purchase of a building site in White 
Plains, N. Y., was announced by Presi- 
dent James A McLain of the Guardian 
Life of America. The property acquired 
is situated on the west side of North 
3roadway, between Holland and Glenn 
Streets. 

The company’s present plans for the 
site, subject to approval of a pending 
application for a re-zoning and also 
approval by the National Production 
Authority, call for erection of a fire- 
proof office building. A two-story plus 
basement structure is contemplated, with 
a floor space of approximately 20,000 
square feet on each of the two floors. 


Considering Moving Home Office 


While the proposed building will be 
designed to make it suitable for occu- 
pancy by Guardian Life in whole or 
in part, no decision concerning its use 
has yet been reached by the company. 
In event of an ultimate decision by the 
Guardian not to use the proposed build- 
ing for its own operations, space will 
be leased to tenants whose business is 
of a type conducive to maintaining the 
property up to the standard required 
for Guardian real estate investments. 

“For some time,” President McLain 
stated, “we have been considering the 
desirability of moving the company’s 
home office from its present location at 
50 Union Square, New York City. The 
property just purchased, however, can- 





Commissioners Program 


(Continued from Page 1) 


warfare on mortality experience—Indus- 
try to report on study. 

2. War Clauses: Legislative pattern to 
be drafted. 

3. War Clause Subcommittee Report. 

4. What levels of contingency reserves 
are appropriate for various types of 
Group Coverages, and in what manner 
should these reserves be set aside ? 

On Tuesday afternoon the committee 
sessions will include those of workmen’s 
compensation, definition and interpreta- 
tion of underwriting powers, accident 
and health and executive committee. 
Chairman Donald Knowlton, New 
Hampshire, has the following agenda 
for the accident and health session at 
3:30 p.m.: 

1. Blue Cross—Blue Shield 
mittee Report. 

2. Policy Benefits in Relation to Pre- 
miums Subcommittee Report. 

3. Minimum Requirements, Benefits 
and Fair Trade Practices Subcommittee 
Report. 

4. Ratio of Indemnity for Disability 
to Earned Income. 

5. Clause in Accident and Health and 
Blue Cross Contracts excluding coverage 
when hospitalized in government  hos- 
pitals. 

On Wednesday morning the laws and 
legislation committee will take up uni- 
form qualification and licensing laws 
subcommittee report and uniform de- 
posit laws and regulations and security 
or insolvency funds subcommittee re- 
port. From 10:30 to noon the rates and 
rating organizations committee, Bernard 
R. Stone, Nebraska, chairman, will take 
up a long list of subjects including mul- 
tiple location risks cost factors, mini- 
mum premiums, uniform accounting, 
package policies, possibility of rate mak- 
ing for fire and auto physical damage 
coverage on a pure premium basis. 

The concluding plenary session at 
which all committees will present their 
reports, is scheduled to begin at 2 
o'clock Wednesday afternoon. 


Subcom- 









not be considered as our future home 
office site. 

“We are continuing our inquiries in 
an effort to secure property which at 
some time in the future will prove suit- 
able for development as such a site. 
The present purchase is in keeping 
with that phase. of our real estate in- 
vestment policy which calls for pur- 
chase of desirable property for invest- 
ment purposes.” 

Design and plans for the proposed 
building to be erected on the North 
Broadway property are being prepared 
by Skidmore, Owings and Merrill, archi- 
tects, of New York City. 


Chicago Group Supervisors 
_ James R. Williams, assistant director 
in charge of public relations of the 
Health and Accident Underwriters Con- 
ference, also representing the Health 
Insurance Conference, and James R. 
Gersonde, executive director of the Chi- 
cago Hospital Council addressed Group 
Supervisors Division of the Chicago As- 
sociation of Life Underwriters at lunch- 
eon on Monday, November 5, it was 
announced by John A. Churchman, 
chairman. They talked on Hospital Ad- 
missions Plan both in Chicago and met- 
ropolitan areas to which it has spread. 


Travelers Appoints Four 

Travelers has announced four appoint- 
ments in life, accident and Group lines 
William I. Fleming, manager, Winnipeg, 
Manitoba, has been appointed in the 
same capacity to Peoria, Ill. Albert G. 
Arnold, manager, Peoria, Illl., has been 
appointed assistant manager at the 
larger San Francisco office. Luther 5. 
Hargroves assistant manager, Charlotte, 
N. C.,, has transferred his headquarters 
to the agency branch office, Columbia, 
S. C. M. Grondin has been appointed 
field supervisor at Montreal. 
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Poor merchandising may be 
the reason that after almost 200 years 
America, we Still 
family covered for 
less than one income, James 
Rutherford, vice president, Prudential, 
told the Midwest Management Confer- 
at French Lick, 


of life insurance in 
average 
year’s 


have the 


ence, meeting recently 
Ind. 

Mr. Rutherford, opening speaker on 
the conference agenda urged better 
merchandising both of the life insurance 
product to the ‘public and of our training 


plans and sales aids to agents them- 
selves. 
“Too often,” he declared, “we pre 


pare good merchandise for the public 
field 


but fail to sell it to our own 
men.” ; we 
One hundred and twenty-five _ fielc 


and home office management men, and 
a number of wives, attended the two 
and a half day meeting, sponsored an- 
nually by the Indianapolis General 
Agents & Managers Association. Reg- 
istrants came from the east coast and as 
far west as Denver, and from the ex- 
tremes of Alabama to Canada. Theme 
of this year’s conference was “What’s 
Wrong With Our Merchandising Meth- 


ods? 

Francis L. Merritt, vice president, 
Central Life of Iowa, was a speaker at 
a morning session. His topic was, mas 
the Opportunity We Offer Agents To- 


day Greater or Less than a Decade 
Ago?” 

Adding all the protection American 
families have in force today from all 
sources—Group, NSLI, Soci: il Security, 


and Savings Bank Life Insurz ance—and 
measuring this total against our in- 
creased population, inflated dollars, new 
concepts of needs, and current net dis- 
posable income, there still remains a 
greater need for the service of the indi- 
vidual agent than ever before, the speak- 
er declared. 

Kenneth Lancaster, general agent, 
American United, Benton Harbor, Mich., 
speaking on “How to Detect Signs of a 
Coming Breakdown in an _  Agent’s 
Morale,” reported the results of a sur- 
vey he conducted among 125 agents rep- 
resenting 32 companies throughout the 
country. Ninety per cent of the agents 
business” as the 


listed “poor primary 
cause of bad mental attitude. Other 
causes listed were “family conflicts, 


24%; “debts,” 46%; “world situation,” 
23%. Of all of those queried, only 15% 
ever turn to their gene ral agent or man- 
ager for help when “down in the 
dumps.” 

“In other words, the vast majority 
of agents get out of mental slumps by 
some means other than the help of their 
general agent,” Mr. Lancaster concluded. 

Ray Patterson, general agent, Penn 
Mutual, Indianapolis, reported on a sur- 
vey he had conducted among 150 gen- 
eral agents and managers on their ex- 
perience with the effect of financing 
on turnover. Twenty-two per cent said 
that financing has increased turnover 
39% said it has decreased turnover; and 
39% said that it made no difference. 


Blue Collar Market 


“The Blue Collar Market and What 
to Do About It” was discussed by W. 
R. Jenkins, vice president, Northwest- 


Mid-West Management Conference 


part of 


ern National Life. Warning that the 
subject had become a rather hot one and 
that he ran the risk of being “taken 
to the woodshed” by someone no matter 
what he said, he declared that he would 
stick purely to a discussion of what 
steps are necessary if management 
wishes to enter any new market. He 
listed seven 

Tune management thinking to the 
market; gear methods to the market; 
do market research in your own agen- 

y; look for a man to handle the mar- 
ket; use packages that fit; build rather 
than exploit; and strive for turnover in 
sales rather than large average cases. 

The trend toward Term sales has been 
created not by home offices or by the 
public, but by the agent himself, and 
it may be an indication that even the 
agent has been subconsciously affected 
by the social-planning philosophy of 
“something for practically nothing,” 
Russell Wonderlic, manager, Mutual 
Life of New York, Baltimore, told the 
conference. He urged managers to re- 
sell their men on the philosophy of life 
insurance “to win all ways, live, die, or 
quit,” not just “die” alone. 

Nearly everyone takes it for granted 
that the rearmament task will provide 
immunity to an old-fashioned business 
depression, “But people are beginning to 
wonder whether the programmed de- 
fense effort isn’t pushing this country 
into an over-spent condition which will 
inevitably percipitate a serious economic 


reaction,” Merle Hostetler, manager, 
research department, Federal Reserve 


Bank, Cleveland, warned the conference. 

Acting as a substitute for Paul 
Speicher, president, R & R, prevented 
by illness from his traditional role as 
summarizer of the Mid-West Manage- 
ment Conference, James Rutherford 
urged managers to see that their men 
get a vision of life insurance and keen 
it. “Set your goal and get there with 
selection and sales procedure,” he said, 
“but foremost, get the true religion of 
life insurance and give it to your men.’ 

General chairman of the conference 
was G. E. Steigerwald, manager, Pru- 
dential Ordinary, Indianapolis. Session 
chairmen included Oren Pitchard, presi- 
dent, Indianapolis General Agents & 
Managers Association, manager, Union 
Central, Indianapolis; Fitzhugh Traylor, 
manager, Equitable Society, Indianapo- 
lis; R. W. Osler, vice president, Rough 
Notes Co.; Ray Hauck, manager, Met- 
ropolitan, Indianapolis; and Claude 
Jones, general agent, Connecticut Mu- 
tual, Indianapolis. 


Hancock Dividend Scale 


During 1952, the John Hancock will 
continue the same dividend scales used 
in 1951, in the several 
nary insurance policies and retirement 
annuity contracts. The rate of interest 
allowed on various funds held on de- 
posit or retained under contract provi- 
sions will likewise be continued on the 
same basis as in 1951. 

The general basis of dividends in ef- 
fect during 1951 for Industri il insurance 
policies will be continued in 1952 with 
slight upward adjustments for certain 
years of issue. 

In general, the present formu'as for 
dividends for group policies and con- 
tracts will be used in 1952, with adjust- 
ments resulting from experience shown. 
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72 Years With Travelers Companies 


John L. Way, a director of Travelers, 
has been 72 years with the organization. 
Born in 1860 and educated in a little 
red school house he went to work in 
home office of the company September 
18, 1879, was soon transferred to pro- 
duction and became a special agent, his 
first duties being to develop the com- 
pany’s interests in Iowa and Nebraska. 
Called East he became state agent for 
Connecticut and Rhode Island and then 
given much larger territory in Missouri, 
Arkansas, Iowa, Nebraska and Texas. 
Eventually, he teamed up in Travelers 
production with Samuel R. McBurney, 
and in Way and McBurney the Travelers 
had one of the outstanding insurance 
agency organizations. 

James G. Batterson, 
company, died and Sylvester C. Dun- 
ham succeeded him as president. Dun- 
ham brought Way to Hartford as vice 
president in charge of the company’s 
agency activities in which capacity he 
served until 1924, making thousands of 
friends. In 1924 he retired to a life of 
more leisure, but has continued as a 
director of the Travelers Companies. 

“It is very doubtful that the Travel- 
ers would have risen to its present emi- 


nence had it not been for John L. 
Way,” The Travelers Protection said in 


founder of the 





JOHN L. WAY 


its current issue. In discussing his size- 
up of men he brought to the company 
Travelers Protection also made this 
comment: “He seemed to be able to 
sense the kind of man who would prove 
to be a winner as unerringly as a beagle 
can follow the trail of a rabbit—and he 
inspired them with a burning enthusiasm 
for the company and its services.” 





Mutual of Canada Names 
Hodgson Agency Secretary 


Mutual Life of Canada, Waterloo, On- 
tario, has appointed Ralph Hodgson as 
agency secretary, succeeding George M. 
Fisher, who has retired after 48 years 
of service with the company. J. 
Darling has been appointed assistant 
agency secretary succeeding Mr. Hodg- 
son. 

Mr. Hodgson joined the head office 
staff following his graduation from the 
University of Toronto in 1930. He has 
served in a number of head office de- 


partments and in the country’s branches 
at Toronto, Montreal, London and 
North Bay. Since 1946 he has been a 
member of the head office agency de- 
partment, and was appointed assistant 
agency secretary in 1948, 

Mr. Fisher joined the head office staff 
in 1903 and has been supervisor of the 
premium department, policy department 
supervisor, assistant superintendent of 
agencies and in 1931 was appointed 
agency secretary. 

Mr. Darling, who has been associated 
with Mutual of Canada since 1937, be- 
came a member of the head office 
agency department in 1948. 
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Policyholders Improve 
Standard of Living 


H. J. JOHNSON TALK AT DENVER 


Speaker at Dedication Banquet of 
United American Life’s New 
Home Office Build'ng 


The nation’s 83 million life insurance 
policyholders are doing a major job of 
helping to provide the capital needs of 
the country, as well as improving the 
standard of living, through their sys- 
tem “9 voluntary family protection, Hol- 
gar J. Johnson of New York, president, 
Pau of Life Insurance, said in a 
talk recently in Denver. 

Speaking at the dedication banquet 
of the United American Life, opening 
its new home office build'ng, Mr. John- 
son said that the dollars accumulated 
by policyholders with their life insur- 
ance companies have become an impor- 
tant source of capital funds today. 

“In the Mountain States alone, the 
invested funds of life insurance now 
total well over a billion and a half, all 
at work in a cross-section of the econ- 
omy,” he said. “Countrywide, the $770 
per policyholder of life insurance assets 
bulks up into $64 billion of assets, help- 
ing to keep the wheels of business and 
industry in motion. The importance of 
these funds is clearly demonstrated by 
the fact that the life insurance compa- 
nies have already this year provided 
more than $2 billion of the capital 
needed by defense or defense-supporting 

* industries.” 

Even more important than this. eco- 
nomic contribution are the social serv- 
ices of life insurance, the Institute pres- 
ident said. 


Help Advance Living Standard 


“Through a many-sided impact, life 
insurance has helped advance the stand- 
ard of living in America,” he said. “It 
has helped carry protection well down 
into lower income’ groups; helped 
stabilize community life by minimizing 
dependency; contributed to the curbing 
of crime through lessening want; aided 
in improving health, both through indi- 
vidual betterment and en nhanced public 
health measures; given large numbers of 
persons the opportunity for higher edu- 
cation; helped develop thrift-minded- 
ness; helped generally to fuel the 
dynamic progress of America.” 

Mr. Johnson congratulated the United 
American Life for its progress in its 
first 15 — under the leadership of 
President C. Lien. “Every new com- 
pany home pes means greater oppor- 
tunity for the business to extend its 
areas of close, direct public contact 
and increased service,” he added. “It is 
good for the people of Colorado that 
the several home state companies now 
have more than $400 million of life 
insurance in force. With more than 600 
life insurance companies doing business 
in the United States today, at least one 
in every state but one, the local com- 
panies bring home in a convincing way 
the story of life insurance and how it 
operates—a story which every policy- 
holder should know. A 

“During the past 50 years, the num- 
ber of life insurance companies doing 
business in this country has increased 
from fewer than 100 to more than 600, 
a demonstration of the continuous, in- 
creased, healthy competition on which 
life insurance is based.” 

_ United American, which was chartered 
in 1936, has grown until it now does 
business in nine western states. 





Pacific Mutual Award Plan 


Substantial checks have been awarded 
to 15 members of Pacific Mutual’s home 
office staff for suggestions looking to 
improvement in the company’s office 
practices. The rewards cover ideas ac- 
cepted by Pacific Mutual’s suggestion 
plan committee over the past three 
months. Individual checks ran as high 
as $35 and one employe had two sug- 
gestions accepted. Women winners out- 


numbered the men 13 to 2, 
































Left to Right: D. J. Martino, Superintendent of Ordinary Agencies; President W. 
L. Moody, Jr., congratulating Executive Vice President W. L. Vogler, and R. A. 
Furbush, vice president in charge of Industrial agencies. 


W. Moody, Jr., president, 


American National Insurance Co., 


Galveston, an- 


nounces ern the October total of $47, 323,492 Ordinary insurance obtained by the 


agency force in honor of Executive Vice President W. L. 
and is 


in the company for one month, 


V ogler sets a new record 


an increase of 107% over the Ordinary 


written in October, 1950. The October, 1951, volume was produced by 340 branches 


operating 3,500 Industrial and Ordinary field representatives in 36 states, 
In addition the company received more than $20,000,000 in regular In- 
dustrial, credit life, Group and A. and H. 


and Cuba. 


Hawaii 


During 1951 the company installed a pension plan for home office personnel 


and field representatives. 
both home office workers and agents. 


Another development was new Group insurance plan for 





Prudential Conference 


Held in San Francisco 
more than 500 representatives 
district agencies of The Pru- 
dential in attendance, the Region “Q” 
3usiness Conference was held in San 
Francisco, November 12, 13, and 14. This 
was the largest individual regional con- 
ference in western home office history. 

The first day’s session November 13, 
was opened by J. Donald Geiger, direc- 
tor of agencies, western home office. 
Speakers were Harry J. Volk, vice presi- 
dent in charge of western operations, 
Fred M. Cremel, staff manager of the 
San Bernardino district, and James E. 
Rutherford, vice president, Newark 
home office. : 

The second day’s session was opened 
with a discussion of the Dollar Guide 
technique by James Brasher, Harry 
Kneip, Robert E. Thomas, Jacob L. 
Varntz, Hugh L. Miller, Joseph H. 
Phillips, George A. Shurtleff and John 
W. Campbell of the Albuquerque dis- 


With 
from 21 


trict. Speakers were Tony Di Stasi, di- 
rector of Group sales, Carl White, 
executive director of agencies, Rees 


Harris, district agent, Van Nuys, H. E. 
Benham, district agent, San Diego, and 
Robert Turner, Sr., district manager, 
Long Beach. 

The conference was closed with an 
address by Carrol M. Shanks, president. 


Mutual Life October Leaders 


The San Francisco agency of Mutual 
Life of New York led all the company’s 
agencies throughout the country in vol- 
ume of insurance sold during October, 
it was announced by Stanton G. Hale, 
vice president and manager of agencies. 
The agency is managed by Gordon W. 
lay. 

The Grand Rapids agency, Charles E. 
Brown, manager, held first place in num- 
ber of policies sold. The New York 
(Myer) agency, managed by Richard E. 
Myer, CLU, was second in each category. 

Holding third place in volume for the 
month was_the Henry W. Persons 
agency in Chicago, managed | by John 
H. Blackman, Jr., was third in policies 
sold 


Life Insurance Ownership 


Ties to Family Need 
insurance is most widely held 
families in which the chief in- 
is between ages 25 and 
family re- 


Life 
among 
come producer 
45, the period of maximum 
sponsibility, according to the Institute of 
Life Insurance. 

These families, representing nearly half 
the total U. S. families, report 84% 
owning life policies, whereas those in 
which the family head is 18 to 24 aver- 
age 70% ownership; those 45 to 54 aver- 
age 75%; those 55 to 64 average 72%; 
and those with the chief income pro- 
ducer 65 or over, 52%. 

This is shown in the life insurance data 
just made available to the Institute by 
the Survey Research Center of the Uni- 
versity of Michigan from the annual 
survey of consumer finances made for 
the Federal Reserve Board. The word 
family here stands for spending unit, 
which is defined as related persons who 
pool their incomes for mz jor expenses. 

Life insurance ownership is also shown 
to be closely related to amount of family 
income. Among families with $5,000 or 
more of income, representing one-fifth 
of all families, nine out of ten own some 
life insurance. Among those earning $3,- 
000° to $5,000, accounting for nearly a 
third of total families, eight out of ten 
are insured. For the group whose income 
is under $3,000, comprising about half of 
all families, on the average three out of 
five are owners of life policies. 

Families with children show a greater 
degree of ownership than do those with- 
out children, though the finz ancial_prob- 
lems involved are reflected in a falling 
off in ownership when there are as many 
as four or more children 


EXECUTIVE COMMITTEE MEETS 

The Executive Committee of the Gen- 
eral Agents’ Association of Philadelphia 
Life met last week at the home offices 
of the company at which time a number 
of important matters were discussed and 
plans laid for the coming year. Russel 
Gohn, York, Pa., chairman of the Gen- 
eral Agents’ Association and member of 
the Million Dollar Round Table, presided 
over the meeting. 





Columbian National Issues 


Novel | Budget Rate Guide 


Columbian National Life of Boston has 
distributed to its agents a compact offset- 
printed rate booklet showing the 
amounts of life insurance purchased by 
premiums of $10 a month. The booklet 
lists the 10 most popular plans including 
a number of term and term-Ordinary 
combinations for ages 20-50. Cash and 
income values are given for 10, 20 years 
and at 60 and 65 for the Ordinary and 
higher plans. The amounts purchased by 
$10 a month are listed for the term and 
combination plans. 

Vice President Charles C. Robinson, in 
releasing the booklet, stated that it re- 
verses a trend in the industry, but may 
prove to be an effective vehicle for sales. 
He stressed that the people of America 
live and spend as well as earn in terms 
of monthly units. Many people will ac- 
cept a $10 monthly obligation who would 
balk at the idea of $120 in annual pre- 
miums. Talking premiums rather than 
amounts, the agent is equipped to do a 
better job of meeting the prospect’s 
needs within his ability to pay, he said. 
Monthly premiums permit the agent to 
meet the stern competition of such con- 
sumer products as television sets, deep- 
freezers, cars and other products sold 
on monthly installment plans. 

Mr. Robinson feels that the monthly 
premium idea may be a means of getting 
a more substantial share of the skilled 


and semi-skilled worker market. At the 
same time, the monthly premium basis 
provides an easy approach to white- 


collar and self-employed prospects. An- 
other advantage he emphasized was that 
once approached on a monthly premium 
basis, frugal prospects would see the 
advantage of converting to semi-annual 
or annual payments, thereby increasing 
the face amount of insurance or paying 
less in total premiums. 


Organize Life Co. of Texas 

Organization of the Life Insurance Co. 
of Texas by members of the American 
Federation of Labor in Texas, to be op- 
erated by the Jack Cage & Co. man- 
agement firm with its affiliate, the In- 
surance Co. of Texas, in the fire and 
casualty fields, was announced last week 
by Ben Jack Cage, who is president of 
both companies. 

the new life company owned by Union 
inbor took over assets of the Home Life 
& Accident of Dallas, which in turn has 
sold its name and its credit life business 
to a syndicate headed by Frank Cain, 
Dallas attorney prominent in automobile 
finance circles. Concurrently Mr. Cage 
announced that the companies will double 
their capital by issuance of 20,000 new 
shares of $10 par. Presently the com- 
panies operate in Texas and Louisiana, 
but plans are under way to enter many 
cther states in 1952, with nationwide op- 
erations as the ultymate goal. 

Officers of the new company, in addi- 
tion to Mr. Cage, are: executive vice 
president and secretary-treasurer, John 
G. Vaughan; vice president in charge of 
public relations and advertising, Nile F. 
Ball, who 1s legal counsel for the Texas 
State Federation of Labor; vice presi- 
dent in charge of Gulf Coast division 
in Houston, Albert Bogess, Jr., formerly 
with the Texas Insurance Department; 
vice president and sales director, 
Glidden Wilson, Jr.; vice president in 
charge of underwriting, William V. 
Barker; vice president of claims, Stanley 
Prichard; vice president of Group de- 
partment, Louis F. George; director of 
sales and training, Arthur J. Noble, 
formerly with the Allstate, and assistant 
secretary-treasurer, Marshall Bivens. 


Conduct Advanced Course 

An advanced course in insurance is 
being conducted by the Community 
Service Division, University of Southern 
California in the Occidental Life Insur- 
ance Co. of California home office build- 
ing. The course covers advanced insur- 
ance theory and practice, preparing for 
part I, CPCU; insurance law, preparing 
for part IV, CPCU, and finance, prepar- 
ing for part V, CPCU, examinations. 
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Legislative Hearing 
On Sec. 213, Nov. 29-30 


TO BE AT N. Y. BAR ASSOCIATION 


Chairman Condon Invites All Segments 
of Life Insurance to Give 
Their Views 


William F. Condon, 
New York State Joint 
Committee on Insurance 


State Senator 
chairman of 
Legislative 

Rates and Regulation, announces a pub- 
lic hearing of the committee on Novem- 
ber 29 and 30 to consider the proposed 
Section 213 of New York 
Sessions will be 


revision of 
State 
at Association of the Bar of the City 
of New York. This section was for- 
merly known as Section 97 which had 
its origin in recommendations of the 
Armstrong Committee in 1906. It per- 
tains solely to life insurance business 
and is an expense limitation section. It 
limits the money which may be spent 
by life insurance companies on agents’ 
compensation, agency expenses and 
total company expenses, the last limita- 
tion applying only to mutual life insur- 
ance companies. 


insurance law. 


Last Important Revision in 1929 


While the section has been amended 
upon many occasions since its original 
enactment as Section 97, the only sub- 
stantial revision took place in 1929. As 
a result of numerous factors, including 
changed economic conditions, it has 
been felt in the life insurance industry 
for a number of years that substantial 
changes in the section were necessary. 
Many criticisms have been made of the 
section as it now exists, including the 
charge that it is unduly complex, that 
it discriminates against the smaller life 
insurance companies and that it is 
geared to 1929 economic conditions, 
rather than post World War II con- 
ditions. 

In December, 
of American Life 
Insurance Association of 
chairmanship of James A McLain, 
president, Guardian Life, was created 
to study Section 213 and recommend 
amendments and revisions. After almost 
two years of intensive study, this com- 
mittee recommended that Section 213 
be repealed and that a new article to 


1948, a Joint Committee 
Convention and Life 
America under 


be known as Article IX-F of the insur- 
ance law be substituted in its place. 
For the past year the report of the 


McLain committee and its recommen- 
dations has been a subject of intensive 
study by the Insurance Department of 
New York and by the Joint Legislative 
Committee. 


To Hear From All Segments of Life 


Senator Condon stated that the forth- 
coming hearings will afford an oppor- 
tunity for all segments of the industry, 
including the life insurance companies, 
the agents and out-of-state companies 
to present their views upon the pro- 
posed revision to his committee. 

“A unique feature of Section 213 is 
that it applies, not only to business 
written in New York by companies 
domiciled in that state or licensed 
therein, but to the nationwide opera- 
tions of these companies, and as more 
than 80% of the life insurance written 
in the United States is written by com- 


panies either domiciled in or licensed 
in New York State, it can readily be 
seen that the effect of Section 213 is 


nationwide,” said Senator Condon. 

“Tt is hoped that as a result of the 
hearings a new law may be agreed 
upon by the committee and submitted 
to the 1952 legislative session by adop- 
tion.” 

In addition to Senator Condon other 
members of the committee are Senators 
Seymour Halpern, Louis L. Friedman 
and Assemblymen William H. Mac- 
Kenzie, Thomas A. Dwyer and Edmund 

Lupton and Paul L. Bleakley. Coun- 
sel to the committee is Paul L. Bleak- 
ley, Yonkers. 





Salary Stabilization 
Board Ruling Soon 


AFFECTS EARNINGS OF AGENTS 


Economic Stabilizer Johnston Wants 
SSB Report Acted on Before He 
Leaves Government 


Washington—The resignation of Eric 
Johnston as economic stabilizer, effec- 
tive November 30, has made certain a 
ruling this month on regulations con- 
trolling earnings of insurance agents 
and nye “outside salesmen.” 

The Salary Stabilization Board more 
than a “month ago submitted to John- 
ston a proposed regulation for controls 
on earnings of salesmen, but the eco- 
nomic stabilizer has been holding off 
formal approval because the Wage 
Stabilization Board has an almost paral- 
lel study under way. WSB is working on 
a program for controlling earnings of 
commission workers which comes under 
a tae ge rather than under SSB. 
~he WSB panel, consisting of mem- 

representing labor, industry and 
been working on its 
study for many months, but had not 
at this writing come to any final con- 
clusions. It had been Johnston's purpose 
to couple the recommendations of the 
two agencies, and probably to reconcile 
any differences since the problems are 
so similar, 

Agents Represented by Unions 
Not Covered 

Meanwhile, Johnston has kept con- 
fidential the recommendations contained 
in the report of the SSB, pending final 
approval. It was made clear, however, 
that the scope of the proposed regula- 
tions would definitely cover insurance 
salesmen. of all types, except those rep- 
resented completely for collective bar- 

gaining purposes by labor unions. Some 
insurance salesmen, principally industrial 
life agents, are so represented; but they 
make up only a small part of the great 
numbers employed in selling the various 
types of life insurance, fire and marine, 
casualty and surety. The rest will be 
lumped under the SSB program when 
it is announced. 

Johnston’s decision to wait for the 
Wage Board final report has been 
jolted by the tardiness of WSB action. 
He indicated at a special press confer- 
ence held following announcement of 
White House acceptance of his resig- 
nation that he wants the SSB report 
acted on before he leaves the Govern- 
ment. He did not say definitely that he 
would approve the Salary Board’s rec- 
ommendations irrespective of whether 
the Wage Board gets through in time 
or not, or irrespective of whether the 
two reports disagree on some major 
point, but he did say quite positively 
that he would “take action” before the 
November 30 effective date of his resig- 
nation. 


Johnston expressed confidence that 
the Wage Board would get through with 
its task on time, but did not comment 
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HEARD On The WAY 











-aul F. 
cock, has 


Clark, 


been 


president, John Han- 


elected a 
New 


Englander on the board. 


Robert P. Kelsey, vice president, 
Hancock, 
the New England Council for the 1951- 
1952 term. 


John 


The city of 
its first 
native son, 
bust, 


Quincy, Mass., received 
statue on November 12 of a 
John Hancock. A_ bronze 
five feet high and weighing 800 
John Han- 
Thomas S. 


was given by the 
Quincy Mayor 
Burgin. The bust, presented by George 


B. Thompson, Jr., director of agencies 
in the company’s district agency depart- 
ment, is about 50 years old. Formerly, 
it was erected over the entrance of the 
old John Hancock building on Federal 
Street. The bronze bust was placed on 
a base of Quincy granite in front of 
the Adams Academy, birthplace of John 
Hancock. 

The dedication ceremonies were part 
of an Armistice Day celebration. At- 
tending were three other John Hancock 
representatives and residents of Quincy: 
Kenneth Antoine, agency assistant in 
the general agency department ; Clifton 
A. Follansbee, editor of a national pub- 
lication for se company’s general 
agencies, and Edward V. Mullaney, 


pounds, 
cock to 


district manager at Quincy. 
Uncle Francis. 
HEAR J. E. OGBURN 
J. E. Ogburn, associate manager of 
Life Insurance Co. of Virginia, Rock 


Hill district, S. C., was the guest speaker 
at the regular monthly meeting of the 





Lancaster, S. C., Association of Life 
Underwriters. 
on what would happen if the WSB 


panel could not come to agreement by 
the deadline. Despite his confidence, it 
is doubted in other quarters that the 
WSB task can be accomplished in the 
time limit set by Johnston’s resignation. 

Most such panels disagree emphatic- 
ally on many points, with majority re- 
ports and occasionally even more than 


one dissenting report, and the length 
of time taken by the WSB panel 
doesn’t augur any better fate in that 


case. Conflicting viewpoints must be 
studied and then there is the necessity 
for the full board to reach a final de- 
cision and to draft the actual proposed 
regulation. Following which Johnston, 
himself, would have to study the results. 











LOYAL ATKINSON 
Branch Manager 

New York 

MU 7-5212 
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Seaboard Air Line Railroad and is only 


has been elected a director of 
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Packed with new ideas 


that get results, the new 


Mutual Trust Direct Mail 


Kit enables producers 
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sonal sales efforts ef- 
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Lives May Be Saved in 
The Four Months Ahead 


NEGLECTED COLDS A HAZARD 


Institute Says Precautions Could Offset 
Possible Excess Winter 


Toll of 65,000 





Thousands of lives may be saved in 
the next four months if more people 
take precautions to meet the greater 
hazards of the winter period, the In- 
stitute of Life Insurance says. 

Citing the experience of the past two 
years, the Institute reports that deaths 
from all causes throughout the United 
States were one-sixth greater in the 
four months, December through March, 
than in the four months of July through 
October. 

Should the same trend prevail this 
year, it would mean that some 65,000 
more persons will die in the four months 
just ahead than did in the past four 
months. 

“While there is no way of knowing 
how many of those additional deatiis 
might be prevented through precaution- 
ary measures,” the Institute commented, 
“it is clear that there could be many 
lives saved if more people followed the 
rules laid down by their doctors, public 
health authorities and safety experts.” 


Colds a Big Hazard 


Greatest relative increase in hazard in 
the months ahead is shown by neglected 
colds and acute respiratory diseases. 
During the past two years, deaths from 
pneumonia and influenza have run one 
and a half times greater in December- 
March than in July-October. These two 
diseases alone account for about one- 
fifth of all the increased deaths in the 
winter period. 

Several other death causes also show 
a winter increase. Heart disease deaths 
run one-fifth greater in the winter than 
in the summer and fall. These cardio- 
vascular-renal diseases, which account 
for more than half of all deaths, take a 
toll of 50,000 more deaths from Decem- 
ber through March than in the four 
months, July-October, based on the ex- 
perience of the past two years. 

The death rate is one-fifth higher in 
winter than in summer in connection 
with diabetes. 


Accident Shifts 


Accidents, other than automobile, rec- 
ord a very slight increase during the 
winter as compared with July through 
October, even though such causes as 
drowning and lightning all but disap- 
pear in the four months ahead; burns, 
conflagrations and gas poisoning in- 
crease materially in the winter months. 

Automobile deaths show a winter de- 
cline, taking the four months as a 
whole, but the experience of the past 
two years proved them to be greater in 
December than in any month except 
October even though the miles driven 
are materially lower. 

The need for care in the months 
ahead is seen to be important for all 
age groups. While the winter death in- 
crease is greatest for those over 65, 
reflecting the greater susceptibility of 
many of them to the rigors of the 
winter months, the Institute points out 
that even in the 45 to age group, 
representing the prime of life, the win- 
ter deaths tend to be one-tenth greater 
than in summer and fall. This increased 
winter toll in the 45-64 group alone 
represents more deaths than the first 
year of the Korean War took in battle 
deaths. 





Mutual Benefit 1952 Scale 


Mutual Benefit Life of Newark, has 
announced that its 1952 dividend scales 
on both CSO and American Experience 
policies will be the same as 1950’s. The 
rate of interest, 3%, applicable to settle- 
ment options, and the dividend accumu- 
lation rates, 3% for American Experience 
policies and 2.85% for CSO contracts, 
will be continued during 1952. 





TIAA Elects Three Trustees; 
John P. Good Made Secretary 





JOHN P. GOOD 


Three new trustees have been elected 
to the board of Teachers Insurance & 
Annuity Association. By a mail ballot 
of members Dr. Ralph Himstead, gen- 
eral secretary of the American Asso- 
ciation of University Professors, was 
selected. Two trustees at large are John 
I. Kirkpatrick, comptroller of University 


of Chicago, and Milton T. MacDonald, 


vice president of Trust Co. of New 
Jersey. 

John P. Good, who has been with 
TIAA since 1949 and has served as 


assistant counsel since November, 1950, 
was elected secretary. Graduate of Am- 
herst College, he has a J.D. from Uni- 
versity of Chicago. 

Newly 
assistants are Helene Bernhardt, Mar- 
garet S. Cobban, Elsie M. Sautner and 
Margaret P. Sherwin. 


appointed as administrative 
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Revision of Rates 

New rates that are generally lower 
and revision in various policy forms have 
been announced by the Southwestern 
Life of Dallas, effective November 15. 

While details of the changes were 
not disclosed, the program in brief is as 
follows: Issuance of new whole life, 20- 
payment life, and single-premium life 
policies with $10,000 minimum; new 
$10,000 minimum Southwestern converti- 
ble policy with level rate for five years, 
at the end of which time three options 
for continuance are available; refund 
features for all periodic premium policies, 
and extension of period of coverage for 
proposer benefit in juvenile policies to 
age 25. 

The announced changes were made as 
the agency force is heading into the 
home stretch in a drive to bring the 
company’s total insurance in force to 
more than $1 billion by the time of its 
50th anniversary on July 4, 1953. The 
company, which operates only in Texas, 
has never acquired any business by pur- 
chase of another carrier and now has 
approximately $880 million of insurance 
in force. 


Aetna Life Leaders to Meet 

A two-day meeting of ranking mem- 
bers of the Aetna Life Leaders Club, an 
organization of the top 200 representa- 
tives of the Aetna Life, will be held 
January 31 and February 1 at the com- 
pany’s home office in Hartford. 





POR 


Broker. 


Courses as an experiment. 


part in insurance activities. 





Your Most Important Reasons for Choosing 

INSURANCE 
COURSE 

Starts Mon. Dec. 3, for N.Y. State Exam. Mar.19,1952 


At Pohs—you receive TESTED TRAINING by recognized 
specialists in America’s largest Insurance Brokerage School, 
fitting you to follow a truly successful career as an Insurance 


You enroll in a school that has always SPECIALIZED 
in teaching Insurance. Only such other related subjects as 
Real Estate, and Notary Public are taught. : e 

Today, schools which have had no previous experience in 
the teaching of insurance or which have never before shown 
an active interest in the Insurance Broker or in the Insurance 
Industry, and whose general enrollment has decreased since 
the G. I. Bill expired, are attempting to start Insurance 


With us, teaching insurance is no experiment — no side- 
line. The course is not given merely to fill a classroom, which 
would otherwise be vacant because of lack of students. _ 

The Founder-Director, Herbert J. Pohs, has been an active 
insurance broker for 26 years and has always played a leading 


All Pohs instructors are engaged in the daytime putting into 
practice what they teach YOU in the evenings. _ 

Consider these facts well and we know you will see the 
wisdom of enrolling in the 57th consecutive Insurance Course 
by the Pohs Method, starting Monday, December 3rd. 

Write, Phone or Call for Booklet 


POH Ss OF INSURANCE 
132 NASSAU STREET, NEW YORK 38, N. Y. 
COrtlandt 7-7318 


Herbert J. Pohs, Founder-Director 
Approved by N.Y. State Dept. of Education and Dept. of Insurance. 








ities who aims toward having his 
own agency. If you see, know or 
are that man, comiaunicate with 
Roy A. Foan. Vice President and 
Director of Agencies, Postal Life 
I Company, 511 Fifth 
Avenue, New York 17, N. Y. 
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Richard Rhodebeck Makes 
Caribbean Field Trip 


countries in the Caribbean area 
visited by Richard Rhodebeck, 
president, United States: Life, on his 
recent four-week agency inspection and 
investment survey trip. Mr. Rhodebeck 
left New York by air early last month 
and returned after stops at Puerto 
Rico, Cuba, Venezuela, Curacao, Panama 
and Guatemala. His trip covered over 
10,000 miles. 

On his personal field expedition, Mr. 
Rhodebeck inspected the company’s 
local agencies and investigated invest- 
ment opportunities with particular at- 
tention to the expansion of the com- 
pany’s existing mortgage investment 
program. At each stop he gave the local 
field representatives the latest news of 
company policies and affairs, discussed 
selling techniques, and made local con- 
tacts with the company’s agents. 

Mr. Rhodebeck’s stop in Caracas, 
Venezuela, was to direct the change- 
over of U. S. Life’s local representation 
from a branch office to a_ general 
agency operation. 


Six 
were 


Franklin October Paid 


Production Increases 48% 
Franklin Life, Springfield, Ill, an- 
nounced that paid new business during 
October (excluding annuities) ex- 
ceeded $25,000,000, an increase of 48.5% 


over the same month last year. Paid 
production during the first 10 months 
of 1951 reflects a gain of 28.6% over 


the same period during 1950. 

Keith S. Smith, Springfield, I!1., leads 
the company in personal net paid pro- 
duction for the year, and the Philadel 
phia division holds first place nationally 
agency-wise. 

Franklin Life sales organization is 
currently participating in a sales drive 
honoring the birthday of President 
Charles E. Becker, extending from Oc 
tober 15 through November 30. 


Guardian Life Dividends 

Directors of Guardian Life of Amer- 
ica have authorized the distribution of 
an estimated $3,750,000 as dividends to 
policyholders in 1952, President James 
A McLain announced. This represents 
an increase of 7.1% over the $3,500,000 
set aside for distribution in 1951. 

The regular dividend scales used in 
1951 will be continued next year on all 
policies. The rate of interest allowed in 
1952 on dividends left to accumulate at 
interest will be the rate guaranteed in 
the policy, but not less than 3%. 

The board also authorized the con- 
tinuance of the 1951 scale of interest 
rates allowed on policy proceeds left 
under optional settlements. 
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E. NORRED TRINKLE 


Shenandoah Life of Roanoke, Va., an- 
nounces the appointment of R. A. 
Clement as manager of the home office 
Frank Clement, 
recently elected vice president in charge 
of Ordinary agencies; also the appoint- 
ment of E. Norred Trinkle as_ sales 
manager of the agency. Both were as- 
sistant managers of the agency. 

Mr. Clement, assistant manager since 
June, 1950, was formerly district mana- 
ger for Jefferson Standard at Bristol, 
Va., where he was active in Life Under- 


agency succeeding G. 


R. A. CLEMENT 


writer Association affairs and was in- 
structor for the LUTC course. 

Mr. Trinkle has held various posi- 
tions with Shenandoah Life over the 
past 14 years, has been among the com- 
pany’s top producers since entering the 
field in 1947 and was the company’s 
“Agent of the Year” in 1949. He is 
president of the Roanoke Association of 
Life Underwriters, member of the 
Roanoke Estate Planning Council and a 
graduate of the Life Insurance Market- 
ing School at Southern Methodist Uni- 
versity. 





B. J. Lyttle Asst. Manager 
G. B. Tracy & Associates 


The Prudential’s newly formed New 
York agency of Gerard B. Tracy & 
Associates has started operations at 
270 Park Avenue. Bernard J. Lyttle, 


CLU, has been named assistant mana- 
ger of the new organization. He was 
formerly associated with Mr. Tracy at 


the company’s Jamaica agency where 
he held a similar post. Mr. Lyttle 
started with Prudential as a_ special 


agent in 1947. 


Edward B. Feinberg Dead 


District Manager Edward B. Feinberg 
of John Hancock Mutual died on Novem- 
ber 14. He had been manager of the 
John Hancock district office at York- 
ville (New York City) since October, 
1947. 

Mr. Feinberg joined the Brooklyn No. 
3 district agency of the John Hancock 
as an agent in 1918. He also served the 
company as an assistant district manager 
in West New York and in Hoboken, 
N. J., and as district manager in Pitts- 
burgh No. 3. 


“S. C. Insurance Days” Program 


announcement by Presi- 
Smith of the Univer- 


According to 
dent Norman M. 
South Carolina, 
leading insurance authorities 
will participate in a “South Carolina In- 
program at the university 


sity of some of the 


nation’s 


surance Days” 
November 30- December 1 

The program is sponsored by the uni- 
versity school of business administration 
with the cooperation of the South Caro- 
lina State Life Underwriters 
tion. 

The meeting 
insurance managers, general agents, field 
underwriters and 
from South Carolina and 


Associa- 


will be attended by life 


insurance students 
adjoining 
states. It is expected to be the largest 
and most _ notable 
ever held in South Carolina. 

Speakers and the 


insurance seminar 


subjects of their 
Robert V. Hatcher, 
Richmond, Va., president of the At- 
lantic Life Insurance Company, “Life 
Insurance as a Career”; Robert L. Hogg, 
Washington, D. C., executive vice presi- 


addresses are: 


dent and general counsel of the Ameri- 
can Life Convention, “Washington In- 
surance Inventory”; R. H. Dobbs, Jr., 
Atlanta, Ga., president and treasurer 
of the Life Insurance Company of 


Georgia, “Trends in Weekly Premium 
Insurance.” 

Also, Stanton G. Hale, New York, 
vice president and manager of agencies, 
the Mutual Life Insurance Company of 
New York, “Opportunities at Your 
Doorstep”; Howard Holderness, Greens- 
boro, N. C., president of the Jefferson 
Standard Life Insurance, “Future of Life 
erent ina Changing Economy”; and 

Edmund L. G. Zalinski, CLU, New York, 
assistant vice president, New York 
Life Insurance Company, “Let’s Take a 
Look at the Score.” 

Morning and afternoon sessions are 
planned for Friday, November 30, and a 
morning session for Saturday, December 
1. The opening meeting will be held at 
Hotel Wade Hampton and the other 
meetings at the University law school 
auditorium. Discussion periods will fol- 
low each address in order to provide an 
opportunity for listeners to ask ques- 
tions about the subjects under considera- 
tion. 

A social hour will follow the Friday 
afternoon session and a banquet at the 
hotel will complete the activities for 
the first day. The program planning and 
general arrangements are under the di- 
rection of Dean S. M. Derrick and Prof. 
John M. a of the university -and 
William S. Hendley, Jr., and Robert H. 


Lovvorn of the South Carolina Life Un- 
derwriters association, 
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it profitable to check with us 
when you want to make the best 
possible placement of business. 
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pany, see us first for business you will not 
be able to place with your own company. 
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Manufacturers Dividends 

Manufacturers Life has announced a 
new annual dividend scale for the United 
States and Hawaii effective January 1. 
The new scale shows increases from a 
minimum of 50 cents per thousand in 
the early years of policies to approxi- 
mately $3.00 as the policies approach 
maturity. These changes will mean an 
increase of approximately 25% over the 
total of payments that would have been 
made on the 1951 scale. 


Made Vice Presidents 


James D. Berry and Gene Bridges of 
Republic National Bank have been ad- 
vanced from assistant vice presidents to 
vice presidents. Announcement of these 
two promotions was made by Fred F. 
Florence, Republic president. 

A native of Sapulpa, Oklahoma, Mr. 
Berry was formerly connected with the 
American National Bank in Sapulpa as 
assistant vice president. He joined Re- 
public last year as an assistant vice 
president. in Correspondent Bank De- 
partment. 

Mr. Bridges, a native Texan, began his 
career at the Highland Park State Bank 
as bookkeeper and teller. He joined Re- 
public in 1947, after serving with Federal 
Reserve Bank of Dallas as assistant ex- 
aminer. He was adv anced from assistant 


cashier to assistant vice president in the 
Correspondent Bank Department last 
January, 











HOME OFFICE—EAST ORANGE 


WE’RE LOOKING 
FOR A TALL MAN 


One with his head in the 
clouds and his feet firmly 
planted in the ground. An ag- 
gressive man fired with ambi- 
tion, but possessing stability and 
background. 


Our newly-created Ordinary 
Agency Department offers this 
man a worthwhile opportunity 
to capitalize on his ability to 
build his own General Agency. 


Ordinary General Agencies 
are available in Philadelphia, 
Pennsylvania; Northern New 
Jersey, and Westchester County, 
New York. We cordially invite 
your inquiries. Write: William 
H. Fissell, CLU, Superintendent 
of Ordinary Agencies. 


The Corona 


E Insuravce Cowpayy 


W. M. Treharne Appointed 


Appointment of William M. Treharne 
as assistant manager of The Pruden- 
tial’s Times Square agency has been 
announced by John A. McNulty, CLU, 
head of the New York sales organi- 
zation. 

Mr. Treharne attended Columbia and 
New York Universities and joined The 
Prudential agency last year as a special 
agent. In his new capacity he will assist 
Manager McNulty in brokerage activi- 
ties. 


Calif. Mid-Year Meeting 


California State Association of Life 
Underwriters will hold a mid-year meet- 
ing of the board of directors, executive 
committee and past president’s council at 
Bakersfield, Calif., December 14 and 15. 
The program calls for a sales congress 
arranged by the Kern County Life Un- 
derwriters Association, a luncheon, an 
executive board meeting a social hour 
and a dinner for the first day and an 
executive board meeting on the second 
day. 


50 Years With Penn Mutual 


Frank G. Beyer, associated with Penn 
Mutual’s Joseph H. Reese Agency in 
Philadelphia, this month celebrates his 
50th anniversary with the company. 
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Companies Must File 
1951 Interest Earnings 


RULING BY REVENUE BUREAU 





Flai Percentage Tax Formula Adopted 
for Only One Year; Expect 
Congress to Act 
Washington—Life insurance compa- 
nies will have to continue filing sched- 
ules of reserve interest earnings with 
their income tax returns—at least for 
1951, according to a ruling by the Bu- 

reau of Internal Revenue. 


This is because the new formula for 
a flat-percentage tax on investment in- 
come was adopted by Congress for one 
year—1951—only, BIR officials explained. 
Had it been enacted as a permanent 
law, this would not be necessary except 
for those companies asking for a tax 
credit because of failure to earn their 
reserve requirements. Under the new 
method, companies earning less than 
100% are given a 50% tax credit, which 
is graduated downward for life compa- 
nies earning between 100% and 105% 
of their reserve interest needs. The 
taxes paid by those companies which 
earn over 105% of reserve requirements 
are not affected by these figures under 
the industry-proposed system. 


Would Revert to 1942 Formula 


However, since the new method is at 
present only on an experimental basis 
for one year, technically the 1942 for- 
mula which taxed the comnanies orf an 
industry-wide basis would again be- 
come effective for 1952 earnings if no 
action is taken by Congress next year. 
It is, of course, a virtual impossibility, 
that Congress would allow this to occur, 
since this formula was proved unwork- 
able when it resulted in complete ex- 
emption from taxes for all life compa- 
nies beginning in 1947, until the equa'ly 
unsatisfactory stopgap “average valua- 
tion rate” formula was adopted for 1949 
and 1950. 

But the. Internal Revenue Bureau 
must take all outlooks, no matter how 
slim, into consideration, and under the 
1942 formula, data on reserve interest 
earnings for the previous year is needed 
to compute the so-called “Secretary’s 
ratio” of reserve and other policy lia- 
bility credit, on which the companies’ 
tax is based. So, if by some freak, Con- 
gress fails either to enact a permanent 
formula in 1952 or extend the present 


one, 1951 reserve interest earnings 
would be needed by the Bureau in 
order to determine the needed ration, 


it was explained. 


Bankers of Iowa Gains 

New business issued and paid-for in 
Bankers Life of Des Moines during the 
first 10 months of the year showed a 
gain of about $5% million over the 
same period of a year ago. The 10- 
month total on November 1 was $164,- 
337,304. Of this total $109,488,011 was 
Ordinary insurance and $54,849,293 was 
Group. 

New business issued and _ paid-for 
during the month of October amounted 
to $14,644,926, of which $11,872,426 was 
Ordinary and $2,772,500 was Group. 

Total insurance in force in the com- 
pany on November 1 was $1,662,018,463 
—more than $102 million over the Janu- 
ary 1 total. By November 1, Ordinary 
insurance in force had increased $50,- 
728,821 since the first of the year to 
$1,305,532,726, and Group had increased 
$51,648,713 to an in-force total of 
$356,485,737. 


TEXAS LIFE DIVIDEND 
Directors of the Texas Life, Waco, 
have called a special meeting of stock- 
holders for December 11 to approve a 
25% stock dividend, which would increase 
the capital from $400,000 to $500,000. 
Eight years ago the company declared a 


100% stock dividend. 


M. L. Camps Honored by New York City Association 


M. L. Camps, general agent, John 
Hancock (right), receives a desk pen 
set from John H. Evans, Home Life, 
president, Life Underwriters’ Associa- 


tion of the City of New York, Inc., after 
having served the local association as 





national committeeman for the past ten 
years. 

The honor bestowed upon Mr. Camps 
was made at the opening dinner meet- 
ing of the Life Underwriters’ Associa- 
tion of the City of New York, held re- 
cently at the Park Avenue Brass Rail. 





L. A. State College Classes 


Los Angeles State College has an- 


nounced it is holding classes “on the 
“Principles of 
and Thursdays from 11 
Robert D. Aufhammer is the instructor. 
He is a graduate of Drake University 
and the Wharton School of Finance of 
the University of ‘Pennsylvania. 


Insurance” on Tuesdays 


a.m. to noon. 


APPOINTED STAFF MANAGER 

H. D. Nielsen, staff manager at Kan- 
sas City, Mo., has been appointed man- 
ager of The Prudential’s district office 
No. 6 in St. Louis. 


INCREASE CAPITAL STOCK 
Commonwealth Life, Louisville, has 
filed a charter amendment increasing 
capital stock from $1,500,000 to $2,000,000. 
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NIAGARA FALLS APPOINTMENT 


John P. Hancock and Company Made 
General Agents, Guardian Life; C. B. 
Wright Life Department Manager 

President James A McLain of the 
Guardian Life Insurance Co. of America 
has announced the appointment of John 
P. Hancock and Company as general 
agents in Niagara Falls, N. Y. 

The Hancock company, established in 


1919, is the largest all-lines insurance 
agency in Niagara Falls. Principals in 
the agency include John P. Hancock, 


president; Anthony P. Soluri, vice presi- 
dent; Joseph F. Soluri, secretary, all of 
whom have had extensive experience in 
both life and general 
Charles B. Wright, assistant 
Mr. Wright, who is manager of the life 
department of the agency, entered life 
insurance in 1945, and has had botk 
field and managerial experience. He is 
a charter member and a past president 
of the Life Underwriters A+3sociation 
of Niagara Falls. 


and 
treasurer. 


insurance, 


Made Field Supervisor 





MAXHAM 


FLOYD L. 


Floyd L. Maxham of Norwalk, Cal. 
has been promoted to field supervisor 
for Bankers Life of Des Moines. In 
this position he will assist Western 
Agencies Superintendent T. H. Tomlin- 
son in the company’s western district. 
His office and home will be located at 
San Francisco. 

The western district is composed of 
the company’s agencies in California, 
Colorado, Montana, Oregon, Utah and 
Washington. 

Mr. Maxham has been a member of 
the M. D. Cramer Los Angeles agency 
of the company since 1948. He entered 
the field of selling earlier that year 
after nearly seven years of high school 
teaching and coaching. He served as a 
naval officer for two and a half years 
during the war, much of that time over- 
seas. 

Mr. 
football 
where he 
he received his 
1937, he attended 
Southern California. 


was an All-American 
Mary’s College, 
majored in economics. After 
Bachelor’s degree in 
the University of 


Maxham 
player at St. 





AGENCY CASHIERS’ OFFICERS 

New officers of the National Life 
Agency Cashiers’ Association, elected re- 
cently at the fifth annual convention, 
hold similar posts in the Dallas chapter of 
the association, in accordance with cus- 
tom. They are: President, Mrs. Sally 
Jones, Great American Reserve: vice 
presidents, Douglas G. Hendrix, South- 
land Life. Douglas Brown, Great Na- 
tional Life and ‘Bob Moomaw. Kansas 
City Life; secretary, Mrs. Paula S. 
Durfee, State Mutual Life; assistant 
secretary, Miss Eleanor Appling, Guard- 
ian Life, and treasurer, Francis Hamann, 
Tefferson Standard Life. 
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TWO GREAT CATASTROPHES 
IN YEAR 

No more impressive testimonial to the 
stability of property insurance could be 
found than in the fact that the country 
in the past year has suffered two of 
catastrophes and 
including 


its greatest property 
as far as the general public, 
the insured, is concerned nothing has 
happened to destroy confidence in their 
Those disasters 
Kansas- Missouri 


carriers of insurance. 
were the so-called 
flood of last summer and the big wind- 
storm of November, 1950. 

The devastation caused this year by 
the rising rivers in the Midwest has 
been graphically pictured in a docu- 
mentary movie film made by the Corps 
of Engineers, United States Army, un- 
der direction of A. Howse, personal 
representative of the Director of Office 
of Defense Mobilization Charles E. 
Wilson. This film was shown twice one 
afternoon last week under the auspices 
of Insurance Executives Association in 
the assembly room of the New York 
3oard of Fire Underwriters. Witnesses 
of the film there were executives of 
property insurance companies. 

The best way to impress the public 
with an over-all view of such a calamity 
as the flood is through medium of a 
documentary motion picture where cam- 
eras can be pointed over a wide area. 
Those seeing the film have opportunity 
of watching the rivers rushing through 
cities and towns and over farms; the 
rescue of terrified people trapped by 
the waters raging in and about their 
homes; destruction of the Kansas City 
stockyards and of thousands of other 
animals; great damage to _ business 
buildings in many places; and the ex- 
tent of the disaster as the floods were 
in half a dozen states. 

The entire property loss of this flood 
may foot up to two and a half billion 
While flood insurance is not 
there 


dollars. 
written as an exclusive coverage 
are flood coverages in some of the 
special risks, such as transit policies 
and in manufacturers output policies. 
One fire insurance company had more 
than $1,000,000 losses under its contracts. 
The economic loss was terrific as so 


many business places were put out of 
commission and farms rendered useless 
for a considerable time to come. Many 
thousands are still out of work. 

The November, 1950, windstorm has 
received constant publicity of one kind 
or another since it spent its force and 
the insurance claims started coming in. 
The human interest story of the wind- 
storm is covered in an unusually com- 
prehensive article by Roger Butterfield 
in the Saturday Evening Post of No- 
vember 24. Title of his article is “The 
Big Wind: Cost $100,000 a Minute.” In 
this storm 13 Eastern states were dam- 
aged; 295 persons were killed; 40,000,000 
persons were driven to shelter and the 
insurance companies have paid out 
nearly $150,000,000 for damage by the 
storm. There have been nearly 1,500,000 
insurance claims. 

One reason for the numerous claims 
was the great variety of smaller damages. 
Because of the vast number of TV 
claims which swamped insurance offices 
after the storm some companies adopted 
the practice of simply sending out a 
check without making personal investi- 
gation. They did not have the time to 
make personal inquiry. In Brooklyn the 
usual flat payment, said Mr. Butterfield, 
was $35 to replace an aerial. Hundreds 
of thousands of old and valuable trees 
were destroyed by the 1950 storm, the 
largest insurance loss in paying for de- 
stroyed trees being to Princeton Uni- 
versity which had carried special insur- 
ance for years, not only on historic trees 
but also on shrubbery and even on indi- 
vidual plants valued at $5 each. Prince- 
ton was paid $500 apiece for 149 trees. 

In discussing the great catastrophic 
losses, Alfred M. Best, the insurance 
publisher, commented at the luncheon 
given this week in honor of F. W. La- 
frentz, chairman of American Surety 
Co., that in the San Francisco fire and 
earthquake the property loss was $500,- 
000,000 on which $225,000,000 insurance 
was paid. At that period the property 
owners were underinsured. If the same 
area were burned today it would cost 
the insurance companies, at the present 
values and with their more adequate 


insurance, a billion dollars. Another 





KENNETH E. BLACK 


Kenneth E. Black, vice president of 
the Home Insurance Co., assistant to 
the president and a director of the com- 
pany, has been elected a trustee of the 
Harlem Savings Bank, 125th Street and 
Lexington Avenue, New York City. 
Announcement of the election was made 
by President Giover Beardsley of the 
bank. 

a 

John M. Hennessy, Louisville, Ky., 
insurance agent and former president 
of the Louisville Board of Insurance 
Agents, was elected Jefferson County 
clerk in the November elections. Mr. 
Hennessy has long been active in 
politics as a Democrat. 

ee ae 

Albert J. Schick, sales promotion spe- 
cialist with The Prudential, delivered 
the inaugural address at the founding 
of the Insurance Club of Seton Hall in 
the University’s Little Theatre in South 
Orange, N. J., last week. 

Mr. Schick, whose contributions to 
the educational field include the intro- 
duction of Chartered Life Underwriter 
courses at Newark University 19 years 
ago and the inauguration of a similar 
program last year for matriculated stu- 
dents at Seton Hall, spoke on “Life 
Insurance—The Modern Miracle.” 

* * * 

James L. Madden, vice president, 
Metropolitan Life, has been elected a 
director-at-large by the Chamber of 
Commerce of the United States. Di- 
rectors-at-large are elected by the di- 
rectors of the Chamber. 

eee 


Fred W. Guild, assistant manager, 
real estate and mortgage loan depart- 
ment, New York Life, and chairman 
of the advisory committee of the Ham- 
ilton Republican Club, has been elected 
to serve a seventh term as president 
of the Board of Visitors of New York 
State Training School for Boys. He 
has been a director of the New York 
City YMCA for many years. 

a ee 

Charles E. Baldwin, Jr., treasurer of 
New York Life, has been elected to 
the advisory board of the Twenty-ninth 
Street office, at Fifth Avenue, of Chemi- 
cal Bank & Trust Co., it was announced 
by N. Baxter Jackson, chairman. 





statement he made was that the in- 
surance companies now can stand such 
loss better than they could in 1906 
when San Francisco burned, 





























ARTHUR B. VAN BUSKIRK 


Arthur B. Van Buskirk, vice president 
and governor of T. Mellon & Sons, 
Pittsburgh, has been elected a director 
of Equitable Life Assurance Society. 
Mr. Van Buskirk also is director of 
Pittsburgh Consolidation Coal Co., First 
3oston Corp., Koppers Co., Inc., and 
National Radiator Co. A leader in the 
present development of Pittsburgh, he 
is a director of the Allegheny Confer- 
ence for Community Development, chair- 
man of the Point Park Commission, and 
vice chairman of the Pittsburgh Rede- 
velopment Authority. 

* * 


Ray W. Kapp, state agent, Phoenix - 
Connecticut Group of insurance compa- 
nies, was guest speaker at the meeting 
of the Insurance Board of Columbus, 
Ohio. Chairman of public relations of 
the Ohio Fire Underwriters Association 
he spoke on value of a speakers bureau 
or speakers committee in local insurance 
boards or field clubs as a primary lead 
in carrying the message of agency serv- 
ices to the public. He also pointed out 
that in addition to building good will and 
promoting local board prestige, a pool 
of available, vigorous speakers with the 
backing of the local insurance board 
can serve as an added attraction and 
facility to prove the value of local board 
membership to non-members. 


Col. Frank D. Layton, chairman of 
National Fire, is author of an editorial 
which the Hartford Times printed on 
November 13 called Character. First 
paragraph starts, “The hidden asset of 
the insurance companies in Hartford is 
character. It is the strength behind the 
stronghold of insurance which has iden- 
tified Hartford as the citadel of se- 
curity.” 

* * * 

Paul F. Schenck, a local agent at 
Dayton, Ohio, was elected to Congress 
from the Third Ohio District, in the re- 
cent election. The district is normally 
Democratic but Mr. Schenck, who is a 
Republican, won by an overwhelming 
plurality. 

ee 

J. Wesley McAfee, president of the 
North American Co. and its chief sub- 
sidiary, Union Electric Co. of Missouri, 
has been elected a member of the board 
of directors of Saew, American Life. 


J. H. Harris, an acaba manager of 
Norwich Union Fire at head office in 
Norwich, Eng., has been appointed as- 
sistant general manager. 

* 


Andrew J. White, Jr., insurance attor- 
ney, has been elected mayor of Marble 
Cliff, a suburb of Columbus, Ohio. 
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Polio Drive Fund Head 

Louis H. Pink, chairman of the board 
of Associated Hospital Service and for- 
mer Superintendent of Insurance of New 
York, has accepted the general chair- 
manship of this year’s New York city- 
wide appeal to raise $4,000,000 for the 
National Foundation for Infantile Pa- 
ralysis. Mr. Pink’s appointment was 
announced by President Basil O’Connor. 

As general chairman, Mr. Pink will 
supervise and coordinate all campaign 
activities and will seek to enlist the 
active support of all elements of New 
York City’s business, industrial and 
civic life in the annual polio drive. As 
his first step in the campaign, he pre- 
sided over the National Foundation 
Advance Gifts luncheon on November 
20 at the Hotel Pierre. 

This luncheon meeting was called by 
James A. Farley, advance gifts chair- 
man, to discuss the needs of the Na- 
tional Foundation in what has been de- 
scribed as “the most critical year in the 
organization’s history.” Guest speakers 
included the noted actress, Helen Hayes, 
whose daughter, Mary McArthur, was 
fatally stricken by polio and Jack Car- 
son, actor and television star. 

* * * 


Financial Writers Follies 

Many a Broadway music show would 
be delighted to have a script writer as 
clever as the men who wrote the lyrics 
and sketches at the Financial Follies 
gridiron given after a dinner in Hotel 
Astor last Friday night. In attendance 
were many of the most prominent fig- 
ures in Wall Street and also some rep- 
resentatives of the insurance business. 
Among others present I noted Oliver 
Whipple and Clifford B. Reeves, vice 
presidents, Mutual Life; Harry C. Hag- 
erty, vice president, Metropolitan Life; 
Thomas J. Ross, public relations ad- 
viser of Home Insurance Co., and Ken 
Dunshee, editor of Home’s publications; 
A. H. Thiemann, assistant vice presi- 
dent, New York Life; Dudley B. Martin, 
Institute of Life Insurance; Walter E. 
Schneider, Association of Casualty and 
Surety Companies; and these represen- 
tatives of the advertising agency, J. 
Walter Thompson Co., whose duties are 
affiliated with Institute of Life Insur- 
ance: R. F. Griffen, Henry E. Curtis, 
Jules Kramer and Robert J. Sullivan. 

This annual show is performed by 
members of the Financial Writers Asso- 
ciation of New York, one of the mem- 
bers in the show—who each year im- 
personates Stalin—being Carl V. Cefola 
of Mutual Life. 

One of the cleverest skits, called “The 
Taxpayer’s Lament” was sung to the 
tune of “It Might As Well Be Spring,” 
and ran as follows: 


“I’m so broke I haven’t got a penny, 
Though I made a million gross, I’m in 
the red; 
My partners in grief are many 
And there’s no relief ahead. 


“I have jacked my prices up beyond all 
reason, 
And my sales are getting bigger all 
the time. 











I’ve had a terrific season — 
And I’m left without a dime. 


“Congress only seems to worry how 
They can find a brand-new tax 

And I’m getting it from Congress now 
Where the turkey got the axe.” 


Another skit—the opening chorus — 
sung to the tune of “It’s a Great Day 
for the Irish,” had this verse: 

“It’s a great night for the writers 
It’s a great night for the press 

And we are so delighted you're in- 

vited, 

*"Cause Monday morning you may be 

indicted. 
You have tloated, and promoted, 
Now you're bloated, and you're tight. 

You can grin or you can growl 

But tonight’s our night to howl — 
It’s a great, great, great night.” 


The performance concluded with a 
rousing song to the tune of “We Did 
It Before and We Can Do It Again,” 
which follows: 

“We did it before, and we can do it 
again, 
And we will do it again. 
We've got a hell of a job to do, 
But you can bet that we'll see it 
through. 
“We did it before, and we can doit again, 
And we will do it again. 
We beat the Germans and Japanese, 
We're not afraid of the Red Chinese. 


“Millions of voices are ringing, 
Singing as we march along: 
We did it before, and we can do it again, 
And we will do it again. 
You'll never lose if you’re in a jam, 
With faith in Uncle Sam— 
WE DID IT BEFORE—WE’LL DO IT 
AGAIN!” 


* * * 


RFC Memoirs of Jesse H. Jones 

The most popular reading matter with 
business executives at the present time 
is the Reconstruction Finance Corpo- 
ration memoirs written by Jesse H. 
Jones, assisted by Edward Angly, a 
newspaper man, and called “Fifty Bil- 
lion Dollars.” It is published by The 
MacMillan Co. of New York. This book 
tells frankly and with unusual simplicity 
and clarity the principal events which 
happened in the 13 years the Houston 
capitalist and statesman spent in run- 
ning RFC. This was the period of 
1932-1945. 

Jones played one of the great roles 
in helping to win the war. A fighter of 
unusual courage, a patriot in the true 
sense of the word, possessing a discern- 
ment and executive judgment generally 
correct, his administration could not 
have been more realistic, broader and 
helpful to an economy staggering on 
the ropes. Under his direction RFC 
made money. While mostly backed by 
Franklin D. Roosevelt the President 
also was sponsoring Henry Wallace, 
one of the pet peeves of Jones. In his 
book the Texan says: 

“My controversy with Henry Wal- 
lace, which flared up publicly in the 





summer of 1943, burned the bridge over 
which that gentleman expected to cross 
to the Presidency. That he should suc- 
ceed Mr. Roosevelt in the White House 
was obviously the President’s intention 
from the day he chose Wallace as his 
running mate in the 1940 election. To 
the President, Mr. Wallace was the 
crown prince. My difficulties with Mr. 
Wallace, whom I rarely saw except at 
the Cabinet or Commodity Credit Cor- 
poration meetings, arose _ principally 
from the impractical directives he and 
his appointees on the Board of Eco- 
nomic Warfare gave to the RFC. The 
Board of Economic Warfare was cre- 
ated, coddled and finally killed by 
President Roosevelt himself. He created 
it on July 30, 1941, to provide Vice 

President Wallace with important war 
work so that he would remain the 
logical successor to the Presidency. 

“Twenty-nine days later the President 
also made Mr. Wallace chairman of the 
Supply, Priorities and Allocation Board 
to spearhead our war effort, but that 
alphabetical agency soon flopped and 
was succeeded by the War Production 
Board, of which Donald Nelson was 
chairman. In creating the Board of 
Economic Warfare with a wave of his 
executive order wand the President gave 
Mr. Wallace and anyone Wallace saw 
fit to appoint authority to duplicate the 
purchase and stockpiling of critical and 
strategic materials from all parts of the 
world which various RFC subsidiaries 
had been performing since June 28, 1940, 
when Congress gave the RFC the au- 
thority. The order creating BEW pro- 
vided that its purchases should be 
financed by RFC. It gave the new Wal- 
lace organization power to direct RFC 
to pay for anything purchased by it 
outside the U. S., anywhere, at any price 
that Mr. Wallace and his appointees 
might contract for. The President was 
overriding Congress, as the funds and 
authority had been given to RFC.” 

3ut Wallace and his BEW did not 
override Jones. The latter continually 
fought Wallace and BEW overlapping. 
3etween what Wallace was spending 
or trying to spend, and the prodigal 
expenditures of Harry Hopkins, the 
profit which Jones made for the Gov- 
ernment in RFC operations was just 
so many drops in the bucket. And the 
irritation of Jones as he recalls these 
events spills over in various places in 
his book. 

Finally, Wal'ace succeeded in getting 
one of Jones’ ijicbs—Secretary of Com- 
merce. This information was given to 
Jones by Roosevelt in a “Dear Jesse 
letter.” It started: “This is a very dif- 
ficult letter to write, first because of 
our long friendship and splendid rela- 
tions during al’ these years and also 
because of your splendid services to the 
Government and the excellent way in 
which you have carried out the many 
difficult tasks during these years... . 
He (Wallace) has told me that he 
thought he could do the greatest amount 
of good in the Department of Commerce 
for which he is fully suited and I feel, 
therefore, that the Vice President 
should have this post in the Adminis- 
tration.” 

The President offered Jones several 
ambassadorships, even asked him to ac- 
cept the chairmanship of the Board of 
Governors of Federal Reserve System. 
But Jones said nothing doing. He had 
had enough. A great and disillusioned 
public servant returned to Texas. 

In his book, “Fifty Billion Dollars,” 
Jesse H. Jones tells how RFC aided 
insurance companies during the great 
depression following the break in the 
stock market. The assistances for the 
largest amounts for individual compa- 
nies were those which grew out of the 
frozen mortgage field where casualty 
and surety companies had guaranteed 
mortgages or where mortgage compa- 
nies had failed with large stock owner- 
ship held by insurance carriers. 

The situation in life insurance dur- 
ing the great depression had some 
critical moments. Says Jones: 

“Never in history were life insurance 
companies required to make so many 
policy loans, or cash in policies in such 











Campaign Chairman 











LOUIS H. PINK 





numbers, as they did during the early 
days of great depression. People who 
had lost their savings in banks that 
failed or through real estate foreclosures 
or in mortgage bond defaults and then, 
perhaps had also been dropped from 
their jobs, turned to their insurance 
policies as a last resort to raise cash 
to feed, clothe and shelter themselves 
and their families and satisfy the tax 
collector. Until the depression pinched 
them, probably not many people ever 
thought of the fact that they cou'd bor- 
row on their insurance policies or cash 
them in while alive. 

“Swamped by this unexpected and 
unprecedented flood of demands, a num- 
ber of weaker insurance companies had 
to be rehabilitated. Some others went 
into liquidation. To meet the pressure 
for cash, the companies were compelled 
to call their own loans and thereby 
bring hardships to their debtors, or to 
sell securities at a sacrifice price, or to 
borrow. Some were able to get heip 
from banks. One hundred and_thirty- 
three insurance companies borrowed 
$90,693,210 from the RFC. Most of our 
insurance loans (for life insurance) went 
to the smaller companies. A great ma- 
jority of the companies were able, how- 
ever, to meet their obligations without 
borrowing from the Government.” 

In addition to its loans the RFC 
bought preferred stock in six casualty 
and three fire insurance companies. 

One chapter of the Jones book, “Fifty 
Zillion Dollars,” is devoted to the War 
Damage Corporation created imme- 
diately after the Pearl Harbor attack, 
and some paragraphs from this chapter 
will be published on this page next 
week, Frank A. Christensen, president 
of America Fore Insurance Group, was 
executive vice president of the War 
Damage Corporation. 

* * 


Visiting Nurse Campaign 

Walter C. Smith of Marsh & Mc- 
Lennan, who is chairman, casualty and 
surety division, Visiting Nurse Service 
of New York, in discussing the campaign 
said to writer this week: 

“The Visiting Nurse Service in New 
York is now in its 58th year and these 
are its functions—to give skilled nurs- 
ing care in the home, to help decrease 
the spread of communicable disease and 
to prevent disease through health educa- 
tion—for ‘good health for the whole 
family’ is each nurse’s concern on every 
home visit. 

“There were 51,192 patients last year. 
The visiting nurses went into more than 
1,000 homes each day and only one-third 
of those visits were paid for in full— 
one-third were part-pay and the remain- 
ing one-third were free. Yearly con- 
tributions make possible this free serv- 
ice.” 
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Curtis W. Pierce Dies; 
Retired FIA President 
OVER 51 YEARS IN INSURANCE 
Long an Outstanding Fire Insurance 
Executive; Served Many Years With 


America Fore Group 


who retired as 
Insurance As- 


Curtis W. Pierce, 
president of the Factory 
sociation earlier this year after serving 
insurance over 51 years and who was 
long an outstanding figure in the busi- 


ness, died November 15, at the Moun- 
tainside Hospital in Upper Montclair, 
N. J. He would have been 71 years old 


last Sunday. Surviving are his wife, 





CURTIS W. PIERCE 

Breta Mitchell Pierce; a daughter, Mrs. 
Louis Kayhart of Buffalo; a brother, 
Raymond, and a granddaughter. Death 
was due to a heart attack. 

Mr. Pierce’s long career was noted 
for his engineering activities in many 
fields, his public relations work in de- 
veloping stock insurance and his inte- 


gration of the regional Factory Insur- 
ance Associations into one large, more 
important and more successful organi- 
zation. 


Entered Insurance in 1900 


Born in Brooklyn the more than half- 
century career of Mr. Pierce began on 
January 2, 1900, when he took a posi- 
tion as cub draftsman in the inspection 
department of the Associated Factory 
Mutual Companies in Boston. In 191] 
Mr. Pierce joined the Continental In- 
surance Company where he advance: 
to the rank of vice president in —— 
of engineering. He remained with the 
Continental until his election as presi 
dent of the FIA in July, 1942. 

In answer to a call from the chief 
executives of the capital stock fire in- 
surance companies, in 1942 Mr. Pierce 
was unanimously elected as the first 
full time president of the Factory Insur- 
ance Association. His initial duties were 
consolidation of the then three inde- 
pendent associations, with headquarters 
in Hartford, Chicago and San Fran- 
cisco, into a single national organiza- 
tion. The consolidation was completed 
on July 1, 1943, at which time the FIA 
began to function and operate on a 
unified nationwide basis, organized in 
conference with a general plan and re- 
port developed by Mr. Pierce several 
years before his election as president. 

Conversion of three regional organiza- 





tions into a national organization was 
a major assignment in itself. The parts 
not only had to be assembled, but co- 
ordinated and synchronized into a 
smooth-running, efficient whole. This 
required not only time, but much pa- 
tience, a basic understanding of business 
principles and of human relationships. 
This consolidation was affected during 
the trying periods of war and of recon- 
version. 

Mr. Pierce long held the opinion that 
membership in the FIA should be open 
to all qualified companies regardless of 
their affiliation. On January 1944, 11 
companies formerly members of the 
Western Sprinkled Risk Association be- 
came members of the FIA and the lia- 
bility of that association was reinsured 
by the FIA. 

3ecause of his advanced conception 
and appreciation of pubtic relations, his 
promotion of intra-company contacts 
and his work of helping to unite certain 
segments of the fire insurance industry, 
Mr. Pierce was very influential in the 
fire insurance business. In addition to 
his successful work as a company ex- 
ecutive, the broad range of his influ- 
ence in the business is partly reflected 
by the following outline of a few of 
his activities: 


Wide Range of Activities 





He was chairman of the committee on 
the consolidation of the Underwriter’s 
Inspection Bureau of the Middle States 
the Underwriter’s Bureau of New Eng- 
land, and the New England Bureau of 
United Inspection into the Eastern In- 


(Continued on Page 24) 


Cowperthwaite Campaign Chairman 


Insurance Group to Be Active in Raising Campaign for the 
George “Junior Republic,” Only Co-Educational 
Self-Governing Youth Community 


John K. Cowperthwaite, president, 
Fox & Pier, Inc., is chairman of the 
insurance division in the campaign for 
$350,000 for the George “Junior Repub- 
lic.” He is also treasurer of Upland 
Realty Co. Inc., and a director of 
3rady Realty and Security Corp. Dur- 
ing World War II he was a lieutenant 
commander in command of the con- 
verted yacht “Chrystal” which made a 
notable record on weather patrol and 
escort duty in the Pacific. At Princeton 
he was on the champion hockey teams 
of the middle ’30’s. 

Members of the committee include 
Edward M. Brown, National Surety; 
Jay Casper, C. D. Kreps Agency; E. 
Turnicliff Fox, Fox & Pier; Ralph 
Perry, O’Gorman & Young; Stuart M. 
Richardson, F. F. Richardson, Inc.; 
H. P. B. Terry, Lukens, Savage & 
Washburn; W. J. Thompson, Globe 
Indemnity; William Waters, Hall & 
Henshaw; Daniel Palmer, Hoey, Ellison 
& Frost; Wheeler H. King, New Eng- 
land Mutual, and H. E. Knoblock, Fire- 
men’s Fund Indemnity. 


The George “Junior Republic” 


The George “Junior Republic” is 
world-famous as the only co-educa- 
tional self-governing youth community. 
Founded at Freeville, N. Y., near 
Ithaca, 1895, it provides a year-round 
program to educate boys and girls be- 
tween 12 and 19 for good citizenship. 
The 125 “citizens” perform all the work 
on their 550-acre community, and gov- 
ern themselves without interference 
from adults. They hold an annual elec- 
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HAVE YOU HEARD THE LATEST? 


It’s always open season for hunting new business! 
THE SPRINGFIELD GROUP’S new sales folder on the Sports- 


men’s Equipment Form is Timely—Entertaining—Effective. 


Sample on request 











THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
NEW ENGLAND INSURANCE COMPANY 


MICHIGAN FIRE AND MARINE INSURANCE COMPANY . .« 


SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 


. . . . . 


. DETROIT, MICH. 


OF FIRE INSURANCE COMPANIES 
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tion for a president and cabinet of- 
ficers, and last Saturday inaugurated 
as president a girl who won the office 
in an upset election. 

They govern themselves through a 
monthly town meeting, and have their 
own legal system complete with a court, 
judge, attorney general and _ lawyers. 
They have their own bank, which pro- 
vides savings and checking accounts, 
and makes business and personal loans, 
and they have their own monetary sys- 
tem which is used exclusively for all 
transactions within the republic. The 
“citizens” are paid for everything they 
do, including attending school, and out 
of their “token money” must pay for 
room, board and_ incidentals. 5 
money is not permitted within the re- 
public, but there is an exchange rate 
of two republic dollars for one U. S. 
dollar when a “citizen” leaves the com- 
munity. 


WILLIAM KELLY RETIRING 


Assistant Manager of Royal Exchange 
Group Over 43 Years in Insurance; 
Joined Cos. in 1932 
The Royal Exchange Group announces 
that William B. Kelly will retire from 
active service on December 31 and will 
relinquish his duties as assistant man- 
ager of the Royal Exchange Assurance, 
State Assurance Company, Ltd., Car & 
General Insurance Corporation, Ltd., and 
as vice president of the Provident Fire. 
Mr. Kelly will have completed more 
than 43 years of insurance experience, 
having entered the business in 1908, 19 
years of which were spent with the 
Royal Exchange where he began as 

general agent in 1932, 

Mr. Kelly leaves the Royal Exchange 
Group with the good wishes of all his 
associates and many other friends in 
the insurance business. 


Phoenix Transfers Kievit 
To Northern New Jersey 


The Phoenix Insurance Company an- 
nounces that Special Agent Robert S. 
Kievit has been transferred to his home 
territory, northern New Jersey, where 
he is associated with State Agent Roger 
S. Henry. Mr. Kievit is an experienced 
fieldman, a graduate of Rutgers Univer- 
sity and a veteran of the Air Force in 
World War II. He will have his head- 
quarters at Room 923, Federal Trust 
Building, 24 Commerce Street, Newark. 
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Carleton Fisher Hits 
Conference Procedure 


AGENTS’ VIEWS NEGLECTED 


New England Agent Says Companies 
Too Often Tell Agents What Will 
Be Done, Without Joint Study 


Carleton I. Fisher, well known local 
agent of Providence, R. I., and chair- 
man of the New England Advisory 
Board, severely criticized alleged short- 
comings in conference relations between 
producers and fire companies when he 
presented his report to the Advisory 
Board meeting on November 14 in Bos- 
ton. While the board sponsors the sum- 
mer convention of New England agents 
each year and affords an opportunity 
for local agents in the six states to meet 
and become better acquainted, Mr. 
Fisher said the primary function is to 
furnish an avenue for conference and 
cooperation within the insurance indus- 
try between organized agents and 
other insurance organizations, particu- 
larly with reference to fire and allied 
lines. 

Mongeau New Chairman 


Leo R. Mongeau of Lowell, Mass., 
was elected to succeed Mr. Fisher as 
chairman. A. Dodge of Portland, 


Me., was elected vice chairman and Ed- 
win S. Pike of Rutland, Vt. was re- 
elected secretary-treasurer. 

Mr. Fisher told agents on the board 
from the New England states that the 
six associations being completely au- 
tonomous the New England Board is 
also that and acts only in an advisory 
capacity. Z 

“It is the servant of the agents of 
New England, and certainly not their 
master,” Mr. Fisher said. “It furnishes 
the avenue through which consolidated 
agency opinion may be obtained on any 
subject of general interest in the 
New England insurance field, whereby 
through reference back to the govern- 
ing bodies of the State Associations, by 
reference back, if necessary, to their 
local boards and even to their individual 
members, the views of agents generally 
may be gathered and expressed. 

“It is my sad duty to report that it 
is believed to be the unanimous opinion 
of the members of this board that con- 
ference procedure in the fire insurance 
business in New England is lacking in 
the qualities that should prevail and 
does not match in success similar pro- 
cedures followed in other areas of the 
United States. This seems to be a 
strange state of affairs when one re- 
members that the insurance companies 
involved are exactly the same, yet we 
are too often told that what they are 
freely doing in other fields can not be 
done in New England. 

“Should conferences between organ- 
ized companies and agents consist 
largely of one party calling the other 
into conference for the purpose of tell- 
ing the second party what the first 
party has already decided to do?” Mr. 
Fisher asked. 


“Should conferences expect one party 
to come to an immediate decision and 
give an immediate answer on impor- 
tant problems that the other party has 
been studying for months or years but 
on which the first party has no oppor- 
tunity of reviewing or of consulting 
their constituents ? 

“T believe we are unanimous in feeling 
that the time to hold conferences is 
during the study period and not after 
the studies have been completed so that 
the views and opinions of the agency 
forces may be expressed and taken into 
consideration before decisions are made 
and not afterward. It is during the 
study period that the agents may have 


valuable suggestions or objections to 
offer that should be taken into con- 
sideration in the light of their close 
contact with the insuring public. 

“Too often have we been faced with 
a ‘fait accompli’ when we confer. The 


rating association has even gone to the 
lengths of having proof sheets printed 
of rule revisions already voted before 
the agents are asked to consider them. 
This is, in fact, no conference at all. 
Then the fun begins. Bugs immediately 
become discernible in new forms or 
rating plans that might well have been 
pointed out in advance by agents and 
field men with practical experience in 
selling insurance. 

“How much better it would be if com- 
panies and rating associations sought 
the understanding and support of their 
agents before jumping off the deep end, 
thus avoiding what too often is an open 
split in the industry. Much has been 
published recently about the political 
influence and activity of agents, the in- 


dispensable men, when it comes to 
fighting proposals detrimental to the 
industry. Insurance company officia's 


are the first to agree that without the 
numbers and strength of their agents 
down in the grass roots, many crack- 
brained schemes might be foisted on the 
public. 

“Yet they haven’t, at least in New 
England, come to the realization that 
these same agents are quite capable of 
exercising that same strength and _ in- 
fluence to defeat the adoption of 
schemes «thought up by company asso- 
ciations that the agents may not think 
are for their best interests or the best 
interests of the public. 


Immediate Answers Not Justified 


“Another source of friction in the 
present conference procedure has been 
the expectation on the part of the com- 


pany or rating association conferees 
that they can suddenly, and without 
prior notice, bring out an important 


and complicated proposal at a confer- 
ence and get an immediate yes or no 
answer from the agents without giving 
them an opportunity to give as much 
thought and study to it as has been 
given to it by the proposers. 

“When it has been pointed out that 
our conferees have to go back to their 
constituents and report, in order to 
sound out the consensus of opinion 
among agents and receive instructions, 
they have sometimes been asked to give 
their personal opinion, only to wake up 
several weeks later to the fact that 


company field men are going around the 
countryside quoting from the minutes 
of the meeting to the constituents of 
the conferees on the basis that they had 
committed the New England Advisory 
Board, the New England Associations 
of Insurance Agents and even all agents 
who were thereupon supposed to be 
stopped from offering any objections. 

“We have requested the officials of 
the New England Fire Insurance Rat- 
ing Association to establish an im- 
proved procedure for conference with 
our committee, with at least two fixed 
meetings a year, in spring and fall, upon 
which our agents association may count 
and be prepared to bring matters of im- 
portance before the rating association 
for discussion, rather than to await ca'ls 
for special meetings only when the rat- 
ing association has something to tell the 
agents. 

“We have also requested that, if min- 
utes of these meetings are kept, all 
members of the conference be immedi- 
ately furnished with copies thereof, and 
that the minutes not be released to 
others, but kept in the rating associa- 
tion as a matter of record. 

“We have also requested that the field 
men take part in these meetings, since 
we believe they would make a valuable 
contribution. They constitute an impor- 
tant part of the fire insurance business 
and, more so than home office officials, 
are in close touch with the policyholders 
and local conditions. 


What Conferences Can Accomplish 


“We have been asked what is ex- 
pected to be accomplished by confer- 


ences. We do not seek any hard, fast 
and binding commitments. The _ best 
description I have heard as to what 


these conferences should be is that they 
act as sounding boards. In other words, 
they furnish a medium for an exchange 
of views, for an explanation of view- 
points, for the exploration of the pros 
and cons of controversial issues in the 
industry. To the end that agents com- 
panies, field men and rating association 
officials become better acquainted with 
the views of other segments of the in- 
dustry, all to the ultimate goal of striv- 
ing for a united front and the avoid- 
ance of poor public relations that re- 
sult from open splits with the industry. 

“We have been asked what authority 
our conferees would have; whether they 
could bind our members and state asso- 
ciations to courses of action. Our reply 
has been that if we are given the time 
and opportunity to study problems, to 
refer them to our constituents, our con- 
ferees will be in the position to speak 
the official views of our respective asso- 
ciations. At no time can we ever pro- 
hibit or prevent individual member 
agents from dissenting from the views 
of the majority or acting accordingly 
to express their dissent. 

“In this respect we believe there is 
no difference between the agents’ posi- 
tion and the companies’ position. We 
believe we have just as much, and no 
more, control over the actions of in- 
dividual agents as the rating or other 
company associations have over indi- 
vidual company members of subscrib- 
ers.” 


New York Increases 
Extended Cover Rates 


FULL COVER RATE DOUBLED 





With $50 Windstorm Deductible Clause 
Rate of 8 Cents Is Offered Compared 
to 14 Cents for Full Coverage 


Substantially higher rates for insur- 
ance 
tended endorsement was put 
into effect in New York State Novem- 
ber 19 by most fire insurance companies. 


protection afforded by the ex- 


coverage 


Revised rates for this endorsement, 
which expands the fire insurance policy 
other perils 


hail, 


to cover a number of 


including windstorm, explosion, 


smoke, aircraft and vehicle damage, 
were accepted by the New York Insur- 
ance Department after they had been 
the New York Fire 
Rating Organization. 

Full Cover Rate Doubled 


Private dwelling property is the larg- 


filed by Insurance 


est single class affected. The full cover- 
age rate on dwellings which was for- 
merly 7 cents per $100 of insurance, 
has been increased to 14 cents. A lesser 
increase applies when a $50 windstorm 
deductible is used. The rate for 
the latter coverage has been increased 
from 5 cents to 8 cents per $100 of 
insurance. 

The smaller increase on coverage with 
the deductible clause is stated to be for 
the purpose of encouraging sale of de- 
ductible coverage instead of full cover- 
age. It is hoped that public acceptance 
of deductible coverage will tend to hold 
down rate levels by eliminating many 


loss 


small losses with their disproportion- 
ately high processing and adjustment 
costs. 

The higher rates were made neces- 
sary by the adverse loss experience 


over the years which was intensified by 
the tremendous number of windstorm 
claims resulting from the catastrophic 
storm of November, 1950. It is estimated 
that this storm caused the largest num- 
ber of claims since the San Francisco 
fire in 1906, producing over one million 


claims and a dollar loss of approxi- 
mately $150,0C0,C00 in the Northeastern 
states. In New York State this storm 


caused the companies’ loss ratio to soar 
to nearly 400%. 

Rates for most 
“other than dwelling” 
also been increased. 
ings, apartment buildings, institutions 
and similar properties have been in- 
creased one cent with deductible and 
5 cents without deductible. Manufac- 
turing properties and other special cate- 
gories have been increased 2 cents with 
deductible and 6 cents for full coverage. 
No increases have been made on build- 
ings of fire resistive construction since 
these afford higher resistance to wind 
damage. 

The increased rates do not apply to 
outstanding policies written prior to 
November 19. 


properties in the 
categories have 
Mercantile build- 













o bd : —— 
lec SOB 44  Paotect /2 
OUR COAST GUARD — In times of peace and war the 
Coast Guard faithfully patrols our Coasts. Their valiant 
rescue and salvage feats since 1790 are historic. Through 
raging seas, ice bound waters and fog, men of the Coast 
Guard pursue their courageous and efficient rescues. 

The Northern Assurance has provided reliable 

Insurance Protection for over 114 years. 
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Increased Importance and Scope 


Of Transportation Covers Stressed 


The increased importance of trans- 
portation insurance and the steady ex- 
pansion in sales of this type of cover- 
age were emphasized by Robert L. 
Maxwell, manager, marine department 
at Chicago, of the Home Insurance Co., 
when he spoke before the Insurance 
Conference of the American Manage- 
ment Association in Chicago last week. 

There is a vast amount of property 
being moved today, said Mr. Maxwell, 
with the owners’ only recourse in event 
of loss being the liability of the carrier 
under the bill of lading. There are many 
wide gaps existing between bill of lad- 
ing liability and possible recovery to 
owners of merchandise in event of cer- 
tain types of losses, thus emphasizing 
the necessity for insurance. 

Describing briefly what transportation 
insurance is Mr. Maxwell said: 

What Transportation Insurance Covers 

“(1) The policy is issued directly to 
you insuring against loss or damage 
to your merchandise from the time it 
leaves the point of shipment until it 
safely arrives at destination. The cov- 
erage applies while the goods are in 
transit by any and all types of carriers, 
land, water and air. Further, it can 
include insurance on property moving 
on your own trucks or own vehicles. 
In certain instances your property may 
be temporarily interrupted in transit 
and held in warehouse pending further 
shipment. 

“In such cases, your transportation 
policy can provide coverage at these 
locations for a period not exceeding 30 
days after arrival. Merchandise which 
may be held for demurrage on the 
premises of transportation companies 
is automatically covered without refer- 
ence to time. A further important cover 
is the protection of your property 
shipped for export wherein you are 
liable until it is free alongside steamer 
at port of embarkation,” Mr. Maxwell 
said, 

“(2) The coverage can be purchased 
upon almost any form which best fits 
the commodity you are insuring. For 
some commodities, a policy insuring the 
basic transportation perils only—such as 
fire, collision, overturn, tornado, wind- 
storm and flood—is adequate. Most 
commonly, however, the business is 
written upon an all-risk basis which, 
within a few definitely defined exclu- 
sions, protects your merchandise for 
any loss or damage which might occur 
to it while in transit. 

“(3) In the event of a loss the most 
common procedure is for you to file 
claim against your carrier and if it is 
not promptly paid, or is denied by the 
carrier, the insurance company imme- 
diately pays for your loss. From then 
on the responsibility of subrogating 
against the carrier rests with the insur- 


ance company, and you are free of 
further details. 
“There are a number of gaps which 


exist between the liability of a carrier 
under his bill of lading and what may 
be your definite financial loss in the 
eveat of a claim. The uniform standard 
bills of lading used in rail and truck 
shipments, for example, exclude acts 


that occur beyond the control of the 
carrier, such as the so-called Act of 
God perils. Another very prominent 


exclusion is the hazard of strikes, riots 
and civil commotion. In certain large 
metropolitan areas, many truckers are 
issuing bills of lading limiting their lia- 
bility to 50 cents per pound or $50 per 
package even though the actual value 
is many times this figure. 


Carrier’s Liability Often Limited 


“Another important consideration is 
the liability of the carrier can suddenly 
revert to that of an ordinary ware- 


houseman in the event that your mer- 
chandise does not promptly move from 


the team tracks in the allotted time as 
provided for under the bill of lading. In 
the event of a loss on merchandise in 
terminals or on freight cars after such 
time, the carrier’s liability would be 
solely on the basis of negligence on the 
part of that carrier. 

“Express companies, of course, issue 
the usual and customary bill of lading 
which limits their liability to $50 per 
package. Here again, their bill of lad- 
ing excludes liability for Acts of God 
or strikes and riots. Additional liability 
may be purchased through express com- 
panies; however, additional declarations 
must be made and an additional charge 
paid,” Mr. Maxwell observed. 

“The air express companies today are 
operating much along the same lines. 
Water shipments by the river and coast- 
wise and lake steamers are for the most 
part subject to the so-called Harter Act, 
which in the event of a loss provides 
that there must be definite neg igence 
on the part of the steamship company 
before paying the claim under insured 
bill of lading. Some water carriers do, 
however, provide a type of insured bill 
of lading which extends the _ possible 
recovery from these carriers. Our rates 
take this fact into consideration. 

“The important element, however, is 
that your transportation policy relieves 
you of the responsibility of constantly 
checking technical bill of lading condi- 
tions, and at the same time affords you 
complete protection. This same exam- 
ple applies to land bills of lading as 
well as water. Incidentally, many ship- 


pers who have carried transportation 
insurance for years have found their 
catastrophe limit of liability woefully 


inadequate. The wide scope of a disas- 
ter such as the recent Kansas City flood 
certainly emphasizes not only the need 
of transportation insurance as such, but 
above all, adequate limits of liability. 


Insurance Cost Reasonable 


“The cost of transportation insurance 
is most reasonable. The rates per $100 
of value shipped are exceedingly low, 
and the measure of recovery, if any, 
from the carrier is fully taken into con- 
sideration, and our rate discounted ac- 
cordingly. 

“In addition to covering just merchan- 
dise which is in transit, your transporta- 
tion policy can be extended to take care 
of other contingencies. For instance, 
should you be shipping merchandise and 
have the responsibility of installing it 
at locations away from your permises, 
this policy can be endorsed to cover, 
in addition to the transit risk, while the 
property is located at the destination 
and during the period of installation, 
testing, and until accepted by the party 
who might be purchasing it. During 
installation, many types of property are 
subject to many unusual hazards of han- 
dling, hoisting and rigging, and it is 
only possible to insure such hazards 
under this type of policy,” stated Mr. 
Maxwell. 

“Another problem closely associated 
with this general subject is the liability 
you may have as a bailee for the prop- 
erties of others. This type of policy 
covers from the time the _ property 
comes into the bailee’s possession, in- 
cluding while in transit to, and while 
on the bailee’s premises for process, 
and until returned. 

“Under war contracts, there are often 
occasions when you will send certain 
types of your property out to other 
sub-contractors for some form of proc- 
essing. The underwriters today have 
quite a broad latitude in being able to 
issue processing policies which will pro- 
tect that property while in transit to 
the premises of the processors, while on 
the processors’ premises, without re- 
gard to time, and until returned back 
to your own premises. Here again, the 
coverage can be for stated perils in- 


cluding the perils of transportation, or 
in many instances, the policies are writ- 
ten on an all-risk basis. 

“While a separate policy must be is- 
sued, parcel post insurance, of course, 
can be provided under a parcel post 
policy affording you all-risk protection 
on your parcel post shipments. Should 
you have any volume of parcel post 
movements, there are a number of ad- 
vantages to insuring with a private car- 
rier as compared to insuring with the 


Post Office. 
Manufacturers’ Output Policy 


“IT would like to say a word, at this 
point, about the so-called manufactur- 
ers’ output policy, which during the past 
year or so has been offered by a limited 
portion of the insurance market in cer- 
tain states, where approval has been 
granted by the insurance authorities for 
the issuance of this type of contract. 
Up to the present, our company has not 
entered into this particular field, and 
consequently, I cannot speak with au- 
thority on this subject in general. I do 
wish to emphasize, however, that basic- 
ally the manufacturers’ output policy is 
a transportation contract in addition to 
covering property while at locations of 
the assured within the Continental 
United States, excepting those locations 
that are used primarily for manufactur- 
ing premises. 

“The various transportation subjects 
which we have, therefore, touched upon 
here would be included in the general 
scope of the output policy, subject, of 
course, to the deductible clause under 
which it is most always written. Gener- 
ally speaking, however, the policy cov- 
ers thé~interest of the assured in all 
personal property owned by them or in 
their actual or constructive custody, or 
for which they may agree to insure 
prior to loss in transit or otherwise 
away from any premises used by the 
assured. 

“This policy is«im the experimental 
stage, and thus far it has only been 
offered by a very small portion of the 
insuring market. It is being reviewed 
by a good cross section of the market 
and undoubtedly after more research is 
made, it is quite possible you will be 
hearing from a greater portion of the 
industry on this subject.” 


CANADIAN MUTUAL TAXED 


Exchequer Court Holds Company Liable 
to Income Tax on Revenue Put 
Into Reserve Fund 
In a decision affecting many Canadian 
mutual insurance companies, the Ex- 
chequer Court of Canada has decided 
that the Stanley Mutual Fire of New 
Brunswick is liable to income tax on 

revenue put into its reserve fund. 

The judgment is the first on an ap- 
peal to the high court from the Income 
Tax Appeal Board, set up about two 
years ago to rule on taxpayers’ com- 
plaints against Revenue Department 
assessments, 

The court upset a decision of the 
board, which had ruled the Stanley 
company not liable for tax on funds put 
into the reserve. Officials said the judg- 
ment will affect thousands of companies 
set up along the same lines as the 
Stanley concern. 


WILLIAMS NAMED SPECIAL 

Appointment of Donald L. Williams 
as special agent for the North British 
Group in Utah and southern Idaho, ef- 
fective October 15, has been announced 
by the Pacific department. Mr. Williams 
has been with the North British Group 
for several years, serving in various posi- 
tions in the San Francisco office. He 
will make his headquarters at 1107-08 
a Bank Building in Salt Lake City, 

tah. 


JOINS MACON, GA. AGENCY 

Addison L. Webb has been named 
head of the casualty, fidelity and surety 
bond department of the Pryor, Love, 
Oliphant & Lewis Insurance Agency at 
Macon, Ga. He has been active in the 
insurance field in Macon for some time 
and is a veteran of World War II. 


ARGENTINE GROUP ON TOUR 





Visit New York Before Going to Europe; 

Institute Owned Jointly by Govern. - 

ment and Private Companies 

During a business trip to the United 
States and Europe, three directors of 
the Instituto Mixto Argentino de Re- 
aseguros (the Argentine Reinsurance 
Institute) visited New York recently to 
confer with insurance men here. ~ 

The IMAR delegation included: Dr. 
Enrique L. Carballeda, president; Dr. 
Luis F. Orcoyen, general manager, and 
Dr. Jose Alocen, a director. 

The men visited many of their insur- 
ance and business friends in New York 
before departing for Great Britain, 
France, Switzerland, Scandinavia, Ger- 
many, Italy and Spain. 

The IMAR is the only institution in 
the Argentine authorized to operate in 
reinsurance. It is owned jointly by the 
Government and private companies. 

Two American International Under- 
writers Corp. companies operate exten- 
sively in the Argentine; Firemen’s In- 
surance Co. of Newark and the Hanover 
Fire Insurance Co. 


LOWE PROMOTED IN MARYLAND 


Made Chief Examiner of Insurance Cos.; 
Has Been With State Insurance 
Department Since 1915 

Insurance Commissioner Harvey M. 
Chesney of Maryland announces the 
promotion of Denton S. Lowe, previously 
auditor and examiner of the State Insur- 
ance Department, to the position of chief 
examiner of insurance companies. 

Mr. Lowe, a former resident of Talbot 
County, has been with the Maryland 
Insurance Department for a little over 
36 years, having entered the employ 
of the Department on May 8, 1915 as 
examiner. Subsequently Mr. Lowe was 
appointed chief clerk and examiner, and 
on April 1, 1921, was made auditor and 
examiner of the Insurance Department. 

Mr. Lowe is a registered public ac- 
countant and an attorney-at-law. He re- 
places in the position as chief examiner, 
John H. Coppage who was recently pro- 
moted to Deputy Insurance Commis- 
sioner. 


Ohio Farmers Cos. Open 
Branch in San Diego 


A branch office of the Pacific Coast 
department has been established by Ohio 
Farmers Companies in San Diego. In 
charge of the branch, located at 400 
Cedar Street, is Manager John W. 
Combes, assisted by Douglas R. Olson, 
special agent, and Constance G. Warner, 
fire department manager. This office is 
under the general supervision of Vice 
President Dana L. Jones and will handle 
fire, inland marine and casualty business. 

Both Messrs. Combes and Olson were 
in the services during World War II, 
the former having been a Navy lieuten- 
ant, the latter a first lieutenant in the 
Air Force. Since 1946 each has been en- 
gaged in company work in San Diego 
county. Mrs. Warner, who is an active 
member of the Insurance Women’s Asso- 
ciation of San Diego, has _ previously 
been associated with Providence Wash- 
ington in San Diego and Atlas Assurance 
at San Francisco. 


Security Appoints Sollows 
State Agent in New England 


The Security-Connecticut Insurance 
Companies of New Haven announce ap- 
pointment of Clifford F. Sollows as state 
agent for eastern Massachusetts and 
Rhode Island. He is to succeed General 
Agent Alphonsus J. Murphy, who has 
served 32 years and will retire on Decem- 
ber 31. 

State Agent Sollows is a native of 
Massachusetts, attended Northeastern 
University in Boston and served five 
years as first lieutenant in World War 
II. He has had a long experience as a 
fieldman. Mr. Sollows will make his 
headquarters at 120 Milk Street, Boston. 
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Look at it this way. Your clothing is inflammable. The bedding is inflammable. 
Most important of all—you are inflammable. That last smoke in bed may 
easily be... your last smoke. Don’t risk it. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY « THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ¢ STANDARD INSURANCE CO. OF N. Y. 


HARTFORD, CONNECTICUT 








This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 








THINK FIRST OF THE AETNA 





FOUNDED IN 1819, the Aetna 


Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 
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Rochester Stock and Mutual Agents 
Meet to Fight Compulsory Insurance 


insurance 


Roch- 


occurrence in 


A uni ique ; 
took place in 


agents’ relations 
ester, N. Y., last week when a com- 
bined committee of representatives of 


the Underwriters Board of Rochester, 
composed of stock insurance agents and 
brokers, and the Rochester Mutual In- 
surance Agents Association, held a joint 
meeting at the Genesee Valley Club, that 
addressed by ‘Charles F. J. Harring- 


city, 

ton, former Commissioner of Insurance 
of Massachusetts, and Richard 
Wagner, manager of the casualty de- 


partment of the Association of Casualty 
and Surety Companies. 

The committee of stock and mutual 
casualty agents was host to their local 


Monroe County State Legislators, and 
present from that body were Senators 
George Manning and Frank E. Van 


Lare, and Assemblymen A. Gould Hatch, 
Raymond H. Combs, J. Eugene Goddard, 
and Andrew J. Sc hell. The purpose was 
to point out to the legislators the weak- 
nesses of compulsory automobile insur- 
ance in view of proposed bills which may 
be introduced at the next session of 
the New York Legislature. Senator 
Manning is on the insurance committee 
of the Senate, as is Assemblyman Gould 
Hatch on the Assembly Committee. 


Compulsory Idea Rejected After Study 


Mr. Wagner called attention in his 
address to the fact that from 1935 to 
1939 the Berg Committee studied com- 
pulsory automobile insurance in many 
states, including the Massachusetts law, 
and that many other states had like- 
wise made extensive research into the 
Massachusetts statute. Not one commit- 
tee that studied it, recommended com- 
pulsory auto insurance to their own 
state. Nineteen legislative committees 
which went to Massachusetts rejected 
it, said Mr. Wagner. 

Every state in the Union has at one 
time or another had a bill introduced for 
compulsory automobile insurance and 
rejected it, Mr. Wagner said. The 
speaker also noted that one State Sena- 
tor who had made a radio appeal in the 
New York area for six weeks, one- 
half hour each night for five nights 
weekly, asking people to write to Gov- 
ernor Dewey or their legislative repre- 
sentatives urging compensation of some 
sort for auto fatalities, received the 
sum total of one letter from the public. 

The real demand, suggested Mr. Wag- 
ner, is from hardship cases which law- 
yers get from time to time. He stated 
that about 95% of car owners are now 
covered by liability insurance. 

“In my opinion,” said Mr. Wagner, 
“the protection afforded by the N. Y 
State financial responsibility law is far 
superior to that afforded by the Massa- 
chusetts Compulsory Insurance Law. In- 
stead of worrying about compulsory in- 
surance, we should give more time to 
considering the prevention of accidents 
instead of the philosophy of ‘pay as you 
kill’ ” 


Harrington on Mass. Law 


Former Commissioner Harrington, 
now executive vice president of the 
National Association of Casualty and 
Surety Agents, Boston, gave the New 
York State legislators some first hand 


information from his thirteen years’ ex- 
perience in administering the compulsory 
insurance law in Massachusetts. He 
pointed out that the law in Massa- 
chusetts does not, nor would any com- 
salaney law, ever cover 100% of the 
cases, and that the gap is just about og 
same in that state as in New York, 
about 5%. 

For example, Mr. Harrington stated 
that in 1949 there were 5,000 accidents 
not compensable under their law for one 
reason or another, such as no guest 
coverage in the state; also that many 
motorists have their insurance cancelled 
because of non-payment. But it takes 
weeks before the Motor Vehicle Bureau 


catches up with them to take their 
plates, and any accidents in the mean- 
time are not covered. 


Mr. Harrington said that the law had 
proved the downfall of more than one 
Commissioner of Insurance in that state 
since its enactment 25 years ago. The 
first Commissioner resigned after charg- 
ing that the Governor and _ politicians 
were making a political football of the 
rates by running for election on cam- 
paign promises of “reducing automobile 
rates if I get in.’ 

Mr. Harrington stated that from 1931 
to 1938, 600 bills were introduced in the 
Massachusetts legislature affecting com- 
pulsory automobile insurance, proving 
the restiveness of the legislators and the 
people of the state. 

In closing, Mr. Harrington said _that 
in his estimation, the present New York 
Financial Responsibility Law is far su- 
perior to, and more workable than, the 
Massachusetts compulsory insurance law, 
or any type of compulsory law. He is 
going to work for such a financial re- 
sponsibility law in his state, and the 
repeal of the present compulsory insur- 
ance statute. 


Producers at Forum On 
Auto Cover Problems 


HERBERT J. POHS MODERATOR 


Curtailed Market Discussed; Meet Spon- 
sored by Greater N. Y. Insurance 
Brokers Association 


A capacity crowd of brokers, agents 
and company men attended the town hall 
forum on automobile insurance Tuesday 
evening, November 20, under sponsorship 
of Greater New York Insurance Brokers’ 
Association, Inc., in Washington Irving 
High School auditorium, New York. 

Herbert J. Pohs, president of the as- 
sociation, served as moderator and the 
panel of experts included State Senator 
Seymour Halpern, chairman, New York 
Joint Legislative Committee on Motor 
Vehicles Problems; Alex Goldberger, 
well known Brooklyn broker, and Ray 
Murphy, general counsel, Association of 
Casualty & Surety Companies. In addi- 
tion, Deputy Superintendent George H. 
Kline of the New York Department 
served on the panel. 

Dilemma Facing Auto Insurance Agents 


In his introductory remarks Mr. Pohs 


said that the problem of automobile 
insurance is “serious dilemma facing pro- 
ducers, companies and the public.” He 


indicated that there is not the slightest 
doubt that the market for this line has 
been curtailed severely, and further 
pointed to Superintendent Insurance Al- 
fred J. Bohlinger’s remarks of Tuesday 
of last week to the effect—that the New 
York Department is fully aware of the 
extent of the problem and warned the 
companies that pulling out of the auto- 
mobile market is no solution. 

The Greater New York Association, 
Mr. Pohs explained, decided to sponsor 
a town hall forum on the subject when 
many complaints from new and experi- 
enced brokers were reported during the 
summer months as to the difficulty of 
getting automobile lines placed. “We are 
not here,” he assured, “to condemn any 
segment ‘of the business nor to say magic 
words which will bring a miraculous 
solution. Our speakers have well con- 
sidered suggestions which strike not at 
the fringe but at the heart of the auto- 
mobile insurance problem.” 

Mr. Pohs promised that the Greater 
New York Association is ready to work 
with any other industry group, to trade 
information and study suggestions. “It is 
prepared,” he said, “to establish liaison 
committees to bring the proper pressure 
against the proper people at the proper 


(Continued on Page 24) 
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Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY - a Y arterved 1848 3 
OHIO FARMERS INDEMNITY COMPANY 


EASTERN DEPARTMENT, Philadelphia . « PACIFIC COAST DEPARTMENT, Los Angeles, Oakland, San Francisco 


GOOD RECEPTION 









It comes in clear and sharp 
that the insurance agent rs 
is “a good man to know” because 

he sells Service, Safety and Security ¢ / 


LeRoy, Ohio 
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SUFFOLK AGENTS PROTEST 


Long Island Group Condemns Practice 
of Some Companies Naming Non- 
Resident Brokers as Agents 
At a well attended annual meeting 
held at Riverhead, L. I., November 14, 
the Suffolk ‘County Association of In- 
surance Agents, Inc., adopted the fol- 
lowing resolution in protest of recent 
company action in making appointments 
with little regard for member agents 
who have faithfully served them in Suf- 
folk County for many years. Converse- 
ly, the association praised the action 
of those company’s who have refused to 
appoint agents without consent of local 

representatives. The resolution: 
“Whereas it has come to the atten- 


tion of the Suffolk County Association 
that: 
“1. It has become the practice of 


certain insurance companies to appoint 
out-of-county brokers as direct writing 
agents as well as resident agents in the 
County of Suffolk 

“2. That such appointments have been 
made without either consultation with 
and/or in spite of the active objections 
of established resident agents of long 
standing in the county and whereas the 
practice violates the principles of good 
ethics and sound company-agent rela- 
tionships, 

“Therefore, be it resolved that we 
strongly condemn the practice of those 
certain companies who have inaugurated 
this policy and compliment those other 
companies who have stood jointly and 
loyally with their established resident 
agents by refusing to make such ap- 
pointments.” 


Agent’s and Broker’s Class 
To Start on November 26 


The School of Insurance of the Insur- 
ance Society of New York is starting 
an agent’s and broker’s class on Novem- 
ber 26. There will be two sections, if 
registration is sufficient, one held at 1 
Park Avenue (Thirty-fourth Street) 
and the other at 111 John Street. Early 
registrants will have a choice of loca- 
tion, 

Classes will be held on Mondays, 
Wednesdays and Fridays between 6 
p.m. and 8 p.m. Credit of ten points for 
this classwork will be given by the 
School of General Studies of Columbia 
University towards a B.S. degree, to 
students who meet the University’s re- 
quirements. 

Further information may be obtained 
from Glenn D. Schwenker, educational 
assistant, at DIgby 4-0410. 


PHILADELPHIA WOMEN TO MEET 

The Women’s Insurance Society of 
Philadelphia will hold a dinner meeting 
at the Benjamin Franklin Hotel, Novem- 
ber 27. Guest speaker will be Charles E. 
Tuckwood, an officer of the Philadelphia 
Transportation Co., who is also a coin 
collector. He will speak on “The 
Romance of Bible Coins.” 
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From the windows of his mansion at Kittery Point, William Pepperrell, richest man in 
Maine, could see his ships departing and arriving from the West Indies and Europe. The 
house, built by his father in 1682, was “one of the most magnificent provincial resi- 
dences”; through the hall, it was said, a cart and oxen could be driven. Smaller than in 
Pepperrell’s day, his birthplace is now privately owned. 

Besides being a merchant and shipbuilder, Pepperrell took an active part in politics 
and was an officer in the militia. Although he had no legal training, the governor appointed 
him chief justice of the colony when the incumbent was removed for political reasons. 
Reversing the usual order, after his appointment Pepperrell set about studying law. 








SIR WILLIAM PEPPERRELL 
Sust American Baronet 





His chief exploit was commanding an expedition in 1745 against the Canadian strong- 
hold Louisburg, one of France’s important fortifications. In recognition of his efforts in 
bringing the siege to a successful conclusion, George II made him a baronet, an honor never 
before conferred on any native American. He was also the first American to be a general 
in the British royal army and for a few months served as acting governor of Massa- 
chusetts which at that time included Maine and New Hampshire. 

Sir William was proud of his success and cut a fine figure as 
he rode about in his coach attended by footmen and outriders, 
but his overwhelming ambition to have his name perpetuated 
failed of fulfilment. Of his four children, Andrew, the only son 
to reach maturity, was engaged to Hannah Waldo but postponed 
the marriage date several times presumably because of ill health. 
When the wedding day finally arrived, in the presence of the 

% die olelans assembled guests, the bride called off the ceremony because of 
at the battle of Louisburg the mortification she had been caused. The grief-stricken Andrew died shortly thereafter. 
After Sir William’s death in 1759 the property passed to his daughter’s son William 
Sparhawk on condition that he take the name Pepperrell. As he was a Loyalist he fled to 

England when the Revolution broke out. 
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Writing Insurance to Value Vital 
For Adequate Protection of Risks 
By W. S. BoppEN 


Manager, Fire Insurance Department 


Parsons Brown, Ltd., 


W. S. Bodden, manager of the fire in- 
surance department for Parsons Brown, 
Ltd., Vancouver, B. C., Canada, has written 
an article on the problem of adequate in- 
surance to value which was published re- 
cently in the “Canadian Undere vriter.’” He 
approaches the questions of property values, 
apprencels, actual cash values, depreciation 
and other factors inz olved in a sound way 
and throws considerable light on a matter 
at present to many pro- 


giving concern i ” 
ducers. Extracts from Mr. Bodden’s article 
follow: 


A fundamental knowl- 
necessary 


What is value? 
edge of the word “value” is 
to understand the operation of the fire 
policy and the method in which to arrive 
property. 
clearer 


at the real value of insurable 
The following may 
understanding of the issue as a property 
may have several values in spite of. the 
common misconception that it has only 


assist in a 


one. 
Economic Value 


(1) Economic Value: To the prospec- 
tive investor the economic value of a 
property is measured by the income the 
asset will produce. 

(2) Loan Value: To the lending or 
mortgage agency the value represents its 
worth as security for a loan. 

(3) Book Value: 300k 
based primarily on costs 
quirements. In many instances they 
represent only a fraction of the true 
worth of the property. Book values sel- 
dom give consideration to repairs, main- 
tenance or cost fluctuations. The ac- 
counting depreciation taken is usually 
based on arbitrary rules without regard 
to the actual condition of the asset. 

(4) Insurable Value: To the insured 
the insurable value is the amount he 
should collect in case of a Actual 
cash value means the actual value ex- 
pressed in terms of money of the thing 
for the purpose for which it was used 
in other words, the real value to replace. 
Actual cash value also means what the 
thing is worth in money, allowing for 
depreciation. Sound value is the same, 
what the property was worth, allowing 
for depreciation, in its undamaged state. 

There are two basic types of values— 
physical values and economic values. 
Physical values are related to new re- 
placement costs; € economic values are re- 
lated to the income potential of the 
property and its current marketability. 
Physical value is based on new replace- 
ments of man-made improvements. Im- 
provements themselves do not have nor- 
mal market values, as they are not usu- 
ally sold separately from the land on 
which they are built. Physical value 
applies to fire insurance, some condem- 
nation, accounting and tax practices. 

It is incorrect to assume that physical 
values are equal to economic values. The 
total value of real property is the eco- 
nomic or market value of the whole 
property as a composite unit of land 
and man-made improvements. 

To value the total property, all of the 
parts must be considered in the light 
of their effect on each other. If a build- 
ing is poorly located or improperly de- 
signed for its current use, the total 
economic value of the property may dif- 
fer greatly from the sum of the land 
value added tot he physical value of the 
improvements. 


values are 
and tax re- 


loss. 





Sound Practices 


The agent who makes a sincere effort 
to insure his client soundly and wisely 


Vancouver, Canada 


may find that his insurance advice will 
fall under the following headings: 

(1) Pronerty Values Known: In some 
instances the insured is in a position to 
state definitely the value of the property 
to be insured and feels that he would be 
able to furnish a proof of loss stating the 
exact value of the property to the satis- 
faction of the insurance company. The 
agent should then proceed to ascertain if 
sufficient insurance is in force to protect 
the insured in the event of a serious loss 
and be prepared to show how the loss 
“happened to the other fellow.” 

(2) Property Values Unknown: The 
vast majority of your clients will not 
know the true value of their property, 
and this is where the enterprising agent 
develops new business and_ increases 
present volume. No fire insurance dis- 
cussion goes on very long without some 
mention of cost or value. The owner 
does not know the insurable value of his 
property so he asks the agent who han- 
dles his fire insurance. The agent may 
advise him to have an appraisal, which 
is excellent advice, but its acceptance 
would cost the property owner an 
amount in addition to the premium so 
most owners have been disregarding it 
and as a result most properties are not 
insured with regard to their true value. 

The agent or broker whose advice has 
been disregarded may go on about his 
business, leaving the worry over value 
to the owner, but if he does, he knows, 
or he should know, that sooner or later 
one of his competitors will come seeking 
this owner’s business and the second 
caller may be one of the new school of 
scientific or technical agents. 


Appraisals 


A reasonably accurate estimate can be 
made of almost any building if the esti- 
mator is supplied with the basic prem- 
ises for making the estimate. It is no 
longer necessary to accept wild guesses 
or street corner opinions in lieu of in- 
surable values. Many successful agents 
are using modern appraisal publications 
and valuation services such as the Mar- 
shall and Stevens Valuation Quarterly, 
and have thereby increased their income 
and truly served their clients. 

Similarly, valuable information and 
basic formulae on calculating insurable 
values may be developed through a com- 
petent local contracting firm in your 
respective territory, which data may well 
be used as a yardstick to assist your 
clients in arriving at approximate sound 
values for insurance purposes. 

(3) When large physical values are 
involved, it may often be found prac- 
tical and, in the long view, sound busi- 
ness practice to arrange for a full dress 
appraisal, which is certainly the most ac- 
curate manner in which to arrive at 
the true present-day value of physical 
values. A knowledge of appraisal uses 
is a necessary part of the equipment 
of an agent selling any direct damage 
insurance coverage. 


Appraisals 


The one accurate business-like method 
of determining insurable values where 
there is any doubt at all as to what these 
values are, is to secure a provable, cer- 
tified appraisal from a reputable ap- 
praisal company. Only the trained, 
highly specialized organization in an ap- 
praisal office, with its elaborate compila- 
tion of cost data, and its many contacts 
with the trend of market prices every- 
where, is fitted to inquire into the in- 
tricacies of the elements entering into 
the actual cash value and to state with 


finality what this value is at any particu- 
lar time. The appraisal, therefore, is not 
the opinion or judgment of an individual 
or a group of individuals, it is the accu- 
rate composite knowledge of an organi- 
zation commanding thousands of diver- 
sified sources of information. 

Recommending appraisals to your 
client, where such appraisals are practi- 
cal and needed, is profitable to your 
agency for three reasons: 

(a) You render the client a most valu- 
able service, because you safeguard his 
physical assets with the proper amount 
of insurance coverage. 

(b) You increase your commissions, 
because the appraisal usually develops 
the need for additional insurance cover- 
age. 

(c) By neglecting to suggest an ap- 
praisal where one is necessary, you lav 
yourself open to loss of prestige and 
reputation as a competent insurance ad- 
viser—in other words, you do not have 
to explain, after a loss, your failure to 
protect his interests adequately and in- 
telligently when you have made a real 
effort to set up his insurance coverage 
on a sound plan. 


Depreciation 


There are certain items of property 
which, after they have depreciated to 
almost a worthless value, take a turn 
and then appreciate even beyond their 
original value. This may be due to age, 
demand, scarcity, or even extremely high 
cost to reproduce or reconstruct at 
present-day cost levels, but it in no way 
affects the general lessening in value of 
ordinarv commodities in use by man. 

In calculating depreciation, it is nec- 
essary to consider the average life of 
the subject and the portion of that life 
that the subject has been in use. For 
example, certain forms of machinery and 
physical structures may have an average 
life of twenty years, while others, under 
different circumstances, may be good for 
only ten or twelve years, so that, of ne- 
cessity, depreciation must be the frac- 
tion of use over average life under the 
circumstances considered. 

It is immaterial what causes the de- 
preciation to the subject of insurance. So 
long as depreciation is there, the insur- 
ance company can and should take credit 
for it, and the insured should under- 
stand that the company, in so doing is 
perfectly within its rights and within 
the requirements of the contract. 


Actual Cash Value 


There have been many misunderstand- 
ings by insureds and agents over the 
term “actual cash value” or “sound 
value” which is the foundation of all 
loss adjustments. 

All standard fire insurance policies 
restrict recovery to the actual cash value 
of the property. This term, either by 
specific provision in the policy or by 
judicial interpretation, has been defined 
as replacement cost less depreciation. 

It should always be remembered that 
the fundamental principle of the insur- 
ance contract is “indemnity” and the 
value is the value at the time and place 
of the fire. 

Buildings, dwellings, contents—basis of 
value at time of fire; re-instatement less 
depreciation including depreciation from 
obsolescence. 

Merchants’ stocks of merchandise— 
value at time of fire to be the market 
value, less any depreciation for counter 
spoilage or however caused. 

Plants and machinery—value at time 
of the fire to be the new replacement 
cost, less depreciation. 

To all intents and purposes actual cash 
value is the same as sound value. Sound 
means undamaged. The sound value of 
anything is its worth, its actual cash 
value means what the thing is worth in 
money, allowing for depreciation. Sound 
value in an undamaged condition. Ac- 
tual cash value means what the thing 
is worth in money, allowing for depre- 
ciation. Sound value is the same, what 
the property was worth, allowing for 
depreciation, in its undamaged state. 
Actual cash value means the actual 
value expressed in terms of money of 
the thing for the purpose for which it 
was used—the real value to replace. 


WAR DAMAGE PROSPECTS 


Senate Subcommittee Asks Insurance 
Interests to Offer Suggestions; 
To Take Action in January 
The subcommittee of the U. od Senate 
Banking and Currency Committee which 
has jurisdiction over war damage legisla- 
tion decided recently to defer action 
on reporting out a bill until January, 
in order to allow insurance industry in- 
terests and others wishing to present 

suggestions for legislation to do so. 

Following a closed-door meeting at 
which the subcommittee reviewed the 
year’s activities in the field of war dam- 
age insurance, Chairman J. Allen Frear 
(D., Del.) said that the omnibus indem- 
nity bill proposed by the Bureau of 
the Budget and introduced by. Frear so 
that it could be considered was “so broad 
in scope that the subcommittee felt 
obliged to give people who would be 
affected by it a chance to study its 
provisions and make such comment to 
the subcommittee as they cared to.” 

But, he warned, “the subcommittee is 
of the opinion that by January 3, 1952, 
ample time will have elapsed for those 
suggestions to be made. It intends to 
meet again shortly after the second 
session of the 82nd Congress convenes to 
prepare a final report on legislation in 
this field for consideration by the entire 
Senate Banking and Currency Commit- 
tee.” 

The subcommittee has been working 
quietly but assiduously on the Problem, 
Frear pointed out, and the “progress 
achieved to date justifies the statement 
that the subcommittee is ready to move 
on this matter at a moment’s notice 
should the need arise.” But while it 
plans to hold off action until January 
so that it can consider any “worthwhile 
suggestion,” it will not delay any longer, 
he emphasized. 


AFIA Establishes New 
Branch Office in Pakistan 


General Manager L. C. Irvine of the 
American Foreign Insurance Association 
reports the opening of a branch office 
known as “Chittagong Branch,” on 
Sadar Ghat Road, Chittagong, Eastern 
Pakistan. The branch is under the super- 
vision of P. N. Medora, as resident rep- 
resentative of the American Insurance 
Co. and the Home Insurance Co. in 
Eastern Pakistan. 

The AFIA has two branches in Paki- 
stan and 13 branches in India. 





Great Southern of Ga. 
Expanding Operations 


The Great Southern Insurance Com- 
pany of Atlanta, Ga., a wholly owned 
subsidiary of the Lipscomb-Ellis Com- 
pany, has recently increased its capital- 
ization from $100,000 to $200,000 and its 
surplus from $108,000 to $208,000. 

Zack Cravey, Georgia Insurance Com- 
missioner, has issued a license to the 
company to write casualty insurance. 
Formerly it has written only fire and 
allied lines. The company is expanding 
operations not only in Georgia, but has 
filed application for admission into 
Alabama and South Carolina, it was 
stated. 


Louisiana Bureau Elects 
New officers of the Louisiana Rating 
& Fire Prevention Bureau, elected at 
the 25th annual meeting in New Orleans, 
are: president, Austin G. Reese, Royal- 
Liverpool; vice president, Jules E. 
Simoneaux, Henry A. Steckler Co. gen- 
eral agency; manager and_ secretary- 
treasurer, William S. Bizzell, reelected; 
directors, Harry G. Spaulding, Jr., Great 
American; Felix Perrilliat, Fireman’s 
Fund; F. X. Brown, Home of New York; 
W. E. Allen, America Fore, and Sam 
Peters, London & Lancashire, retir- 
ing president. 


ALDEN, N. Y., AGENCY FILES 
A business name has been filed in 
the Erie County Clerk’s Office for the 
Elwood- Jordans Insurance Agency, 
Village of Alden, N. Y., by LaDetta G. 
Elwood and Hans W. Jordans. 
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Municipal Building Code Trend Is 
Toward Modernization, Uniformity 


Marking a significant step in the 
broadening trend of action by the states 
toward uniformity and modernization of 
municipal building codes, the New York 
State Building Code Commission an- 
nounced the formal promulgation of its 
new code governing construction of 
homes for one and two families, effective 
November 1. 

The first to be drafted under the New 
York State building code law, the new 
code, as required by the law, is formu- 
lated in terms of “performance objec- 
tives.” This represents a marked de- 
parture from the “specification” codes 
which have been in general use in about 
350 municipalities in New York State 
and in approximately 2,000 communities 
in other states. 

Performance Codes More Flexible 

Code authorities advocating ‘ ‘perform- 
ance” requirements have criticized “spe- 
cification” codes on the grounds of their 
inflexibility, difficulty of amendment, and 
failure to keep abreast of developments 
in the building industry. 

he New York commission explained 
that the “performance” principle requires 
that the code be composed in such a 
way as to define the objectives to be 
attained in terms of structural, sanita- 
tion, fire prevention, and other forms 
of safetv, without freezing into law spe- 
cific methods or means of attaining 
safety. 

Under the performance-type code, the 
burden of proof of compliance is placed 
on the applicant for a building permit, 
with the test of acceptability being the 
adequate performance for the use in- 
tended by the material. -The result, it 
was noted, is that all methods and ma- 
terials meeting the functional require- 
ments of the code are acceptable. 


N. Y. Manual To Be Issued 

The New York agency said it would 
issue within a month a manual indicating 
acceptable methods and materials. The 
manual will be in loose-leaf form, and 
additions to it will be made from time 
to time as the commission’s research in- 

dicates to be necessary. 

Although the manual will show some 
acceptable ways of meeting code re- 
quirements, the commission emphasized 
that it will not exclude any methods or 
materials which meet the code require- 
ments. The commission said it will 
merely be a guide to designers, builders, 
building officials and others in the inter- 
pretation and application of the new 
regulations. 

New York State law provides that the 
new code may be adopted by any munici- 
pality of the state by resolution. A mu- 
nicipality may withdraw applicability, if 
it so desires, at any time after one year 
of its adoption. Enforcement of the code 
is up to local building officials, who will 
be afforded consultative and technical 
services by the state commission. 

The New York commission has started 
work on the preparation of a multi- 
family dwelling code, which it expects to 
promulgate next year. The two codes 
are intended to give municipalities com- 
plete code services, which will be kept 
up to date by the state commission. 
Municipalities thus will be freed of the 
burden and expense of drafting, prom- 
ulgating, amending and otherwise servic- 
ing individual local codes. 

Action in Other States 

State action of various types toward 
uniformity and modernization of local 
building codes also has been taken, ini- 
tiated, continued or proposed this year 
in a number of other states, including 
Connecticut, California, Iowa, Maryland, 
New Jersey, Ohio, Rhode Island, Ten- 
nessee and Vermont. 

Another of the most recently reported 
developments in this field was an- 
nounced by Connecticut State Public 
Works Commissioner Ralph G. Macy of 


the preparation by his agency of a new 
uniform state building code which is now 
available for distribution. 

Intended to standardize building regu- 
lations throughout the state, the new 
Connecticut code may or may not be 
adopted and enforced by the various 
cities and towns in the state. 

Mr. Macy said revision of the Connec- 
ticut code was necessary because of the 
rapid advances in building construction 
and the discovery that many local codes 
were “too inflexible and antiquated.” He 
explained that lack of uniformity among 
the local codes permitted concealed 
building costs and in some cases pro- 
hibited the use of new materials which 
afford less expensive construction with- 
out impairment of structure or safety. 

Also announced by the Connecticut 
Commissioner was the appointment of a 
12-member expert advisory committee to 
continue study and work on_ building 
codes. 


Toplis & Harding Take 
Space in Tishman Group 


Toplis & Harding, Wagner & Glidden, 
Inc., of Chicago, Ill, one of the oldest 
and largest independent insurance claim 
adjusting organizations in the world, 
has leased space for a long term of 
years in the first of the three 12-story 
air-conditioned office buildings under 
construction at 3440-50-60 Wilshire 
Boulevard in Los Angeles, it is an- 
nounced by Norman Tishman, president 
of the Tishman Realty & Construction 
Co., Inc., builder-owner of the $12,000,- 
000° project. 

Origins of the adjusting firm go back 
to 1790 when Toplis & Harding was 
founded in London, England. In addi- 
tion to handling real estate assessments, 
the company also took on claim adjust- 
ments for Lloyd’s and various other 
European insurance companies. During 
World War I, the company opened 
offices in this country in New York, 
Chicago and San Francisco. 

Wagner & Glidden, which originated 
in Chicago in 1900, also was engaged 
in adjustment of insurance claims for 
various insurors, including Lloyd’s, 
which became a client in 1919. On July 
1, 1927, both firms merged but operated 
under separate names until January, 
1951, when the names of the two or- 
ganizations were combined. 


Hewes Special Agent in 
Maine for the Phoenix 


Appointment of John L. Hewes to 
special agent in Maine is announced by 
the Phoenix Insurance Company of Hart- 
ford. Mr. Hewes, a native of Maine, 
will be associated with State Agent Jared 
B. Goodrich, 174 Federal Street, Port- 
land. 

Edward J. Martin, vice president of 
the Phoenix said in a letter to Maine 
agents that “With Jack Hewes’ addition 
to our Maine office, we feel that we will 
be equipped to give you prompt and ef- 
ficient service. We hope you will extend 
him the same type of hospitality which 
has always been enjoyed by our fieldmen 
in your area,” 

Mr. Hewes has had a thorough train- 
ing in all classes of ‘business at the 
Phoenix home office and has been travel- 
ing as a fieldman in New Jersey for 
some time. 


BROWN C. & P. STATE AGENT 

Corroon & Reynolds have appointed 
Ray E. Brown as special agent in Ne- 
braska. Mr. Brown was associated with 
a general agency in Nebraska for sey- 
eral years, and he was also engaged in 
the local agency business. For the time 
being he will make his headquarters at 
Aurora. 


Actuary Discusses 

Fire Rate Making 
PROPOSES SOME CHANGES 
L. H. Longley-Cook Asks Standard- 


ization of Rate Making Methods 
Between Various States 








Problems facing fire insurance rate 
makers were reviewed by Laurence H. 
Longley - Cook, actuary of the Insurance 
Company of North America, when he 
addressed the ‘Casualty Actuarial Soci- 
ety at its annual meeting in New York 
City last Friday. Mr. Longley-Cook, 
who completed his examinations from 
advancement as an Associate of the so- 
ciety, has been admitted as a Fellow and 
presented with a diploma. He likewise 
made last week several proposals for 
improving rating methods at present 
employed. 

“Te 3s comparatively simple to criticize 
the present fire insurance rating meth- 
ods, but it is more difficult to make 
constructive proposals,” he said. “Owing 
to the low loss frequency in fire insur- 
ance the problem cannot be solved by 
analogy with the casualty methods. 


Proposals for Improvements 


“(1) The residential class, owing to 
its size, calls for special treatment and 
it would be practicable to use here a 
rating method under which each rate 
had its own statistical support without 
introducing unjustifiable simplifications 
in the rating structure. 

“(2) Removal of less important rate 
differentials. 

“(3) Standardization of rate making 
methods between states. 

“(4) Integration of the method of 
classification of data for statistical re- 
ports with the rate making method. 

“(5) Grouping of data according to 
severity of hazard.” 

Mr. Longley-Cook then discussed 
appropriations of rate making by classi- 
fications, the use of pure premiums, 
expenses and credibility. 

Finally the term rule was discussed by 
Mr. Longley -Cook who pointed out 
that although the discounts at present 
allowed cannot be justified for larger 
policies, the affect on the industry of 
any sudden cancellation of the rule 
would be so serious that this aspect 
should never be ignored in any discus- 
sion of the problem. 

After referring to objectives of fire 
insurance rate making and the statisti- 
cal basis on which rates rest he turned 
to criticisms which have been leveled 
against the present system. The prin- 
cipal criticism is that it is based larely 
on judgment and there is no means of 
determining whether individual rates are 
reasonable. The fact that the system 
has been developed over many years, 
works fairly well and has received prac- 
tically no criticism from the purchaser 
is hardly a sufficient justification now 
that insurance has been brought within 
the orbit of anti-trust laws. It is as well 
to inquire he said, on the evidence of 
the data available, to what extent the 
system produces reasonable rates. 
“While the loss ratios in the statis- 
tics of the National Board of Fire 
Underwriters Actuarial Bureau reveal 
marked variations from group to group 
it is difficult to establish a credibility 
test to determine whether the variations 
are significant,” he said. “Class rates 
applicable to dwellings and other small 
properties usually consist of a few ‘base 
rates’ and a number of ‘rate differen- 
tials.’ 

“The rate differential between dwelling 
and contents rates in the large dwelling 
class is considered. The variation in the 
pattern of the differential between states 
throws doubt on the suitability of the 
charge and statistical investigation 
shows that the differential used in most 
states is inadequate and incorrect in 
incidence. The rating structure used in 
fire insurance contains a large number 
of rate differentials which may by their 
cumulative action produce an_ unrea- 
sonable rate, even if the original base 
rate were correct. 

“The rate differentials are not sup- 





REOPENS COLORADO BRANCH 


GAB Appoints Barkley as Branch Man- 
ager at Craig; Has Been Adjusting 
in Colorado Since 1949 
General Adjustment Bureau, Inc., an- 
nounces the eo a of the branch 
office at Craig, Colo. R. B. Barkley has 
been appointed oe manager and the 
office is located in the Craig Bui Iding. 

Mr. Barkley is familiar with the terri- 
tory to be serviced by the Craig branch. 
He was transferred from Denver to the 
Grand Junction branch office in 1949 and 
has been adjusting losses in the north- 
western section of Colorado since that 
time. Craig branch territory will include 
Moffat, Rio Blanco, and Routt Counties. 

The Craig office is staffed for casualty 
adjustments, as well as fire. 











Phoenix Appoints Hamilton 
In Western Pennsylvania 


The Phoenix Insurance Co. announces 
the appointment of John D. Hamilton 
to special agent in the western Pennsyl- 
vania territory. He will be associated 
with State Agent Charles F. Kappert 
with offices at Pittsburgh. 

Mr. Hamilton is an experienced field- 
man, a graduate of Syracuse University 
and served in the Air Force during 
World War II. In an announcement to 
agents of that territory, Albert C. Knox, 
secretary of the Phoenix, said: “You 
will find ‘Jack Hamilton’ well qualified 
to assist you in your insurance problems 
and the development of your insurance 
business.” 


Travelers Fire Changes 


In Kan., Md., Texas, lowa 


Three transfers and one appointment 
in fire and marine lines have been an- 
nounced by Travelers. William G. Gold- 
smith, assistant manager, Kansas City, 
Mo., has been appointed in the same 
capacity to Wichita, Kan. 

Philip J. Dubey, Jr., assistant manager, 
Washington, D. C., has been appointed 
in the same capacity in Baltimore. 
Lemuel G. Hutson, field supervisor, 
Dallas, has been appointed in the same 
capacity to Lubbock, Texas. Dean H. 
Enabnit has been appointed field super- 
visor at Des Moines, Iowa. 


EBLIN HEADS CLAIMS ASSN. 

C. Allen Eblin of General Adiustment 
Bureau, Inc., Charleston, is the new pres- 
ident of W est Virginia Claims’ Associ- 
ation. In its October meeting the group 
elected Mr. Eblin to succeed O. 
Fisher. 

Other new officers: C. A. McHugh, 
McHugh Insurance Adjusters, Bluefield, 
vice president; Herbert Cline, Fidelity & 
Casualty, Parkersburg, secretary, and 
Milton Gunnoe, Fidelity & Casualty, 
Charleston, treasurer. 





JAMES M. WEAVER KILLED 

James Madison Weaver, 49, president 
of a Harrisonburg, Va., insurance firm, 
was killed November 11 in an automo- 
bile accident while teaching a friend’s 
son to drive. The deceased, long active in 
civic affairs at Harrisonburg, is survived 


by his widow, Mrs. Margaret Gratten 
Weaver; one son, James M. Weaver, 
Jr., and one brother, Mauzy Weaver, 


of Harrisonburg. 


HUNTINGTON, W. VA., AGENCY 

Employe Insurance, Inc., of Hunting- 
ton, W. Va., has obtained a charter 
from the Secretary of State, listing au- 
thorized capital stock at $10,000. Incor- 
porators are Raymond Hage, Cathleen 
Hage and T. Dale Wilson, all of Hunt- 
ington. 





ported on any Statistical data and no 
attempt is made to justify them. Judg- 
ment must play an important part in 
any insurance rating system, but good 
judgment requires the accumulation 
of good statistical records where pos- 
sible and the fullest use of all knowledge 
available whether statistical or other- 
wise.” 
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NORTH AMERICA CHANGES 


West Appointed Manager of Washing- 
ton Office; Johnson Promoted to 
Head Office in Phila. 

Alfred P. West has been appointed 
manager of the Washington, D. C., office 
of the North America Companies suc- 
ceeding E. R. Johnson, who has been 
promoted to the head office in Philadel- 


phia. 
Mr. West, who has been agency su- 
perintendent of the North America, 


joined the company as a technical rep- 
resentative and later became assistant 
manager of the Orlando, Fla. service 
office. 

Mr. Johnson joined North America 
as a special agent in Cleveland, Ohio, 
was appointed assistant manager at 
Cleveland in 1948 and manager of the 
Hartford, Conn., office in 1949. He has 
been manager of the Washington, D.C., 
office since early 1950. 


Curtis W. Pierce Dies 


(Continued from Page 16) 





spection Bureau. He acted as chairman 
of the consolidated bureau’s governing 
committee. 

He served in the Fire Protection Sec- 
tion of the War Industries Board in 
Washington during World War I. 

Mr. Pierce was elected by representa- 
tives of the nation’s stock, reciprocal, 
mutual, fire, casualty and boiler insur- 
ance business to manage the National 
Bureau for Industrial Protection in 
Washington during World War II. The 
functions of this insurance service bu- 
reau were to make available to all inter- 
ested government agencies—War De- 
partment, Navy, Air Corps, War Pro- 
duction Board, Reconstruction Finance 
Corporation and many others—the tech- 
nical information available through the 
insurance business on matters pert 1in- 
ing to the safeguarding of life and prop- 
erty in industrial plants engaged in the 
manufacture of war supplies. 

Former President of the NFPA 

He long was interested in the affairs 
of the National Fire Protection Associa- 
tion and served as its president in 1947 
and 1948. 

He served as a member of the board 
of directors of the American Standards 
Association for 1946-1949, He also 
served as chairman of the association’s 
committee on reorganization of | staff 
and procedures. He was active in the 
organization of the Conference of Spe- 
cial Risk Underwriters and was its first 
chairman over 25 years ago. 

Mr. Pierce was a prime mover in the 
organization of the Related Affairs Con- 
ference, a body designed to coordinate 
the common interests of capital stock 
fire insurance and the automatic sprink- 
ler industry. He served this conference 
for several years as general chairman. 

Serving War Production 

Co-incident with the growing pains of 
building the nationwide service organi- 
zation of the FIA, Mr. Pierce was 
called to serve in the all-out war effort. 
The Defense Plant Corporation and 
other subsidiaries of the Reconstruction 
Finance Corporation, entrusted to the 
Factory Insurance Association he: in- 
surance underwriting and servicing of 
over 85% of the vast insured war pro- 
duction industries in the United States. 

The successful handling of this busi- 
ness, in spite of the reorganization work 
within the FIA, and the most unusual 
problems of war, including shortage of 
critical materials normally used for con- 
struction, and for fire protective equip- 
ment, is a matter of record of which the 
FIA may be justly peaee: 


AGENCY IN NEW QUARTERS 

The Murphy & Rochester Real Es- 
tate & Insurance Agency in Odessa, 
Tex., has opened new offices which fea- 
ture contemporary styling inside and 
out. Thomas D. Murphy, Jr. and Louis 
Rochester are partners in the agency 
which was formed in 1949 as successor 
to the F. L. Burroughs Agency. The 


agency represents Standard Accident 
Insurance Co.. 


Producers Auto Forum 
(Continued from Page 20) 


time. Its aim is to save lives and save 
property and return the business of auto- 
mobile insurance to its former respect- 
able position. We urge the association to 
join with us in this crusade, in our own 
interest and in the interest of the in- 
suring publid.” 
Halpern and Coldberger 

Senator Halpern, the first speaker, dis- 
cussed legislation which he plans to intro- 
duce in the 1952 session at Albany which 
will provide for periodic safety inspec- 
tions of motor vehicles. He has already 
received considerable support for this 
program including New York Board of 
Trade, Greater New York Safety Council 
and many civic and merchants associa- 
tions. Mr. Halpern is board chairman 
of the Greater New York Association. 

Alex Goldberger, the next speaker, said 
at the outset that he was not present 
to complain or to unload gripes and ac- 
cusations. “I am simply desperately 
afraid,” he said, “that the hour is too 
late and that this ‘monster’ may destroy 
us by leading us into socialistic insurance 
and monopolistic state funds.” He further 
said : 

“T believe that we are further along 
the road to nationalizing the insurance 
industry than we realize, by the indirect 
process of slowly but inexorably backing 
into it. My only hope is, that by adding 
my voice to the chorus, I may help in 
bringing a realization that time is run- 
ning out. We must not narrow our view- 
points and only take in the difficulties 
of placing our policies. 

“Don’t think for one moment that in- 
surance people are the only ones who 
are concerning themselves with this 
problem. The daily press and the slick 
paper magazines regularly feature arti- 
cles dealing with the problems of the 
automobile and automobile insurance. A 
radio station campaigns for an automo- 
bile compensation plan. Only a few days 
ago, remarks of our Superintendent of 
Insurance which were sharply critical of 
company attitudes were quickly picked 
up in the papers. Rate changes are con- 
sidered hot news. *** 

Calls Froblems Not One of Placing 

“This meeting was announced as a 
Tow Hall Forum to discuss automobile 
accident and placing problems. I main- 
tain that our problem is not one of 
placing. It is not a commission problem. 
In fact, it is not an insurance problem. 
Compulsory insurance will not solve 
things, because, under our system of law, 
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only drivers found to be legally liable in 
an accident are required to pay damages. 

“It is not a question of rates nor is 
it a question of a State Insurance Fund, 
whether such is competitive or monopo- 
listic. We have compulsory workmen’s 
compensation in most of our states, if 
not in all and we have state funds. I 
do not believe that as a result of these, 
the insurance is being given away. Nor 
has the problem of the industrial acci- 
dent been solved because of the ex- 
istence of compulsory insurance and state 
funds. 

“Nor can we blind ourselves to a 
changed concept of automobile i insurance. 
Automobile insurance is no longer. re- 
garded as protection for the insured. 
Automobile insurance has come to be 
regarded as protection for the claimant. 

“Our problem is one of human lives 
and human values. We must make the 
public and all administrative authorities 
realize that we have created a Franken- 
stein that threatens our country more 
seriously than the most fiendish devices 
of war, more serious because the attack 
is so insidious. The figures on fatalities 
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and injuries speak for themselves.” 

Ray Murphy, the final speaker, at- 
tacked promises of complete public pro- 
tection against economic hardships re- 
sulting from motor vehicle accidents un- 
der a proposed compulsory automobile 
insurance law. He declared that the gap 
between actual protection of persons 
who suffer severe financial losses as a 
result of motor vehicle accidents and 
complete indemnification “will never be 
fully closed by any law.” 

Contrary to general public belief, the 
speaker continued, the present security 
type financial responsibility law in New 
York has given the people of this state 
far greater protection against these 
losses than the people of Massachusetts 
have received under their compulsory in- 
surance law, the only such statute that 
has ever been attempted in this country. 

Mr. Murphy said there was no ground 
for believing that the proponents of com- 
pulsory insurance, however sincere their 
intentions may be, can write, have en- 
acted and thereafter maintain a statute 
of public compulsion that will eliminate 
or prevent the political pressures and 
other faults that have weakened, rather 
peng strengthened, the Massachusetts 
law through 25 years of experimentation. 





Schlesinger-Heller Agency 


In New Quarters in Newark 

Louis Schlesinger Co., real estate 
brokers of Newark, N. J., have moved 
their offices from the Essex Building, 
31 Clinton Street, to the Cambridge 
Building at 901 Broad Street, opposite 
Green Street. 

The Essex Building, which was erected 
by the late Louis’ Schlesinger, Morris 
Rachlin and Lester Lehman in 1911, was 
the office of the Schlesinger organiza- 
tion for the past 40 years and the move 
was occasioned by the recent purchase 
of the Essex Building by Seton Ha'l 
University. : 

Joel L. Schlesinger is president ‘of 
both Louis Schlesinger Co. -and-’:the 
Schlesinger-Heller Agency. The’ other 
officers of the Schlesinger-Heller insur- 
ance agency are Richard J. Crocker, 
vice president and treasurer; Herman 
W. Greene, secretary; Frank A. Schles- 
inger, assistant secretary and assistant 
treasurer. The partners of Jay & Jay 
are Gustave Jay, Theodore C. Jay, Julius 
Epstein, Albert L. Felsenheld and Abner 
3enisch, the latter a CPCU. 


Baloise Fire at Miami 
Miami, Fla., has been chosenias United 
States headquarters for the ‘Baloise ‘Fire 
Insurance Company, ‘Ltd.,- of. Basle, 
Switzerland. Joseph Weintraub of Miami 
will manage the company’s affairs there. 
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Johnson Talks to AMA 


(Continued from Page 1) 


were the resources which would have 
been called upon had any catastrophic 
losses ensued under the more than 8,- 
700,000 policies outstanding which repre- 
sented a maximum exposure to liability 
of over $140 billion. 

“The real underwriters of war dam- 
age insurance issued during the last 
war were, of course, the taxpayers of 
the United States in that general tax 
funds would have been the only source 
of payment if the losses incurred had 
exceeded net premiums. It is significant 
that H. R. 9802, which almost reached 
the enactment stage last year, would 
have provided the same amount of funds 
in the reinstatement of War Damage 
Corporation. 

“The Director of the Bureau of the 
Budget submitted to the Senate Bank- 
ing Committee last July an admirable 
statement in which he clearly indicated 
that any attempt to apply insurance 
principles to meet war damage needs is 
unrealistic. The reasons he gave were: 
first, that if the premium rates were 
low enough to be attractive (and this 
could be said of the premium rates dur- 
ing the last war) they might not be 
adequate to cover losses, and if they 
were sufficiently high to cover losses 
the rates would probably be prohibitive; 
that the Government should not make 
an advance commitment on such a large 
scale and be deprived of the freedom 
of action necessary to meet urgent 
needs; that it is wrong for the Govern- 
ment to operate in effect two systems 
of coverage, a selective one for the 
holders of insurance and a general one 
for uninsured economic needs; finally, 
that there is a wide range of national 
needs which cannot be met through any 
insurance system, the chief need being 
the restoration of essential services and 
facilities. 

Agrees With Bureau Approach 


“It is almost impossible for any sen- 
sible person to disagree with the funda- 
mental approach of the Bureau of the 
Budget. The obvious alternative which 
the bureau fell back upon was that of 
having the Federal Government employ 
such resources as may be available when 
necessary to bring about the greatest 
possible measure of relief and rehabili- 
tation consequent upon the occurrence 
of catastrophic war damage,” Mr. John- 
son said. 

“The bureau’s proposals for adminis- 
tration of such a program have, how- 
ever, met with considerable opposition 
from various sources. As regards prop- 
erty insurance, the bureau’s_ proposal 
(as embodied in Title III of S. 1848 
introduced by Senator Frear) would es- 
tablish immediately in the executive 
branch of government a ‘War Damage 
Administration.’ This appears to con- 
flict with one of the bureau’s own 
premises: that it is not desirable to 
enact any advance legislation prescrib- 
ing an organizational blueprint for cop- 
ing with civilian war damage 

“Title III of the bill goes “further in 
authorizing the Administration immedi- 
ately to set about the task of develop- 
ing records on costs, property values, 


All of this 
would require incalculable time and ex- 


ownership, and the like. 
pense. Finally, Title III of the bill 
would authorize the appropriation of 
$20 billion for the purpose of meeting 
property damage claims and administra- 
tive expenses. 

“Obviously, the Bureau of the Budget 
has no reason to suppose that $20 bil- 
lion (or any other fixed sum, however 
large) would be adequate to meet the 
cost of property claims should catas- 
trophic war damage ensue. The bu- 
reau’s own explanation appears to be 
that it is in the public interest to give 
property owners some assurance, within 
specified limits, that they will be com- 
pensated for property damaged or de- 
stroyed as a result of war and that the 
suggested figure of $20 billion avoids 
the pitfalls inherent in a_ relatively 
small program as well as those inherent 
in an unlimited commitment. The bu- 
reau’s reason for adopting a ‘direct in- 
demnity’ rather than a ‘premium insur- 
ance’ concept is that it would eliminate 
the problem of establishing premium 
rates without being able to appraise the 
risks involved. 


Oppose Govt. Excursions Into 
Insurance 


“Even if one does not quarrel with 
the ultimate objective of the bureau 
with respect to indemnity for property 
loss, one might well object to the neces- 
sity for immediate creation of a ‘War 
Damage Administration’ with such 
broad fiscal and administrative author- 
ity. All of us who believe devoutly in 
our system of ‘free enterprise’ should 
resist Government excursions into busi- 
ness and it is my belief that the insur- 
ance industry should be opposed to 
unnecessary peacetime Government ex- 
cursions into the insurance field—espe- 
cially one on which there is no fixed 
date for termination. This is completely 
aside from other legitimate objections 
concerning the expense which would be 
entailed in developing property records 
of doubtful value. 

“Further,” asked Mr. Johnson, “would 
a buyer of insurance be satisfied if he 
were given the assurance by Federal 
statute that he would share with other 
claimants in even a $20 billion fund? 
Has a buyer of insurance any right to 
regard this as the equivalent of a con- 
tractual indemnity? Has the property 
owner any right to assume that in the 
event of catastrophic war damage there 
will be sufficient cash funds available 
to pay his property claim in full after 
competing demands for relief and re- 
habilitation are met? 

“The answer to some of these queries 
might be sought in the recreation of a 
premium insurance program which 
would give to property owners only a 
limited indemnity of the same order 
but it would be contractual in character 
and it would find political justification 
in the fact that the property owners 
paid something for the special bene- 
fits thus afforded. But how satisfactory 
would any limited indemnity be to an 
insurance buyer? What assurance does 
the insurance buyer again have that 
there will be sufficient cash funds avail- 
able in time of dire emergency to pay 
his loss? What about those property 
owners who elect not to carry insurance 
—are they to go unrewarded in the 











SPECIAL AGENT WANTED 


Prominent stock fire insurance company looking for experienced field 
man to cover Eastern New York territory. Please give full information 
about yourself. Unusual opportunity for right person. Box 2057, The 
Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 








event of loss? 

“While H. R. 9802 was being consid- 
ered last year, the casualty insurance in- 
dustry strongly recommended to the 
House and Senate Committees that a 
provision be included which would au- 
thorize the reinsurance of workmen’s 
compensation risks. This recommenda- 
tion stemmed not from the conviction 
that reinsurance was the perfect solu- 
tion to the industry’s problem but 
merely that it was the most feasible 
measure of correction. 

“The threat to the casualty industry 
of catastrophic exposure to liability for 
war-caused injuries to workmen arises 
not out of risks knowingly undertaken 
but rather out of the possibility that 
the courts will construe workmen’s com- 
pensation laws contrary to their orig- 
inal intent and impose upon employers 
liability for war-caused injuries. The 
threat is, of course, magnified in con- 
trast to the last war by the existence of 
atomic or other modern weapons of 
war capable of visiting vast destruction 
upon large segments of our population. 

“T have already characterized the re- 
insurance proposal as an ‘imperfect’ 
solution to the industry’s problem. Not 
the least of its imperfections is the 
difficulty inherent in establishing a 
proper reinsurance rate for reinsurance 
of a risk which is not only essentially 
of an incalculable nature, but made even 
doubly so by the legal questions which 
surround the interpretation of the vari- 
ous workmen’s compensation laws. Quite 
obviously, the same arguments which 
have been made against the establish- 
ment of a premium insurance program 
for coverage of property can also be 
made against any program for coverage 
of personal injuries. 

Govt. Voluntary Program 

“The Bureau of the Budget took the 
consistent view that it would also be 
unrealistic to attempt to apply the in- 
surance principle to personal injuries 
and recommended instead a voluntary 
Governmental program which would 
provide a limited amount of income 
for the injured, for the families of 
wage-earners who have been killed, and 
for others whose source of income has 
been destroyed. Title II of S. 1848 
would authorize the President to take 
steps to establish an emergency sys- 
tem of income benefits and assistance 
for the duration of hostilities and to 
take measures to protect, if necessary, 
the solvency of public and private insur- 
ance systems against the impact of 
war-incurred liabilities,” Mr. Johnson 
continued. 

“It was encouraging for the casualty 
insurance industry to learn that the Bu- 
reau of the Budget concurred in the 
general proposition that our peacetime 
systems of compensation insurance 
should be preserved and protected by 
insulating them against the imponder- 
able liabilities of warfare and _ recog- 
nized that war damage should be the 
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financial responsibility of the 
ment. However, the proposal 
mended by the Bureau of the 


falls short of achieving this objective 
in that it makes relief from liability 
subject to contingencies rather than 


being immediately effective upon enact- 
ment and it also makes the program 
of benefits dependent upon the exercise 
of Presidential discretion instead of be- 
coming automatically operative upon 
the occurrence of war-caused injuries. 
Federal Law to Relieve Employers 
“Certain amendments which would 
correct these obvious defects have been 
suggested to the Senate Committee for 
consideration. Chief among these is one 
which would state flatly that, upon en- 
actment of the statute, no workmen’s 
compensation law (and, similarly, no 
non-occupational disability law), and no 
contract of insurance issued to provide 
benefits thereunder, shall be deemed to 
impose any liability upon employers or 
insurers with respect to war-caused in- 


juries. Although there may be some 
doubts as to the constitutionality of 
such a Federal law, the consensus in 


the industry favors its enactment un- 
der the broad war powers of the Con- 
gress. 

“Obviously, a more direct course of 
action would be to have the various 
state laws appropriately amended so as 
expressly to relieve employers from the 
threat of liability for war-caused injur- 
ies. It must be recognized, however, 
from a practical standpoint that such 
a course of action would be cumber- 
some and time-consuming. It is my be- 
lief that a Federal law relieving em- 
ployers and their insurance carriers 
from liability would greatly assist any 
course of action to amend the state 
laws. 

“The subject of exposure to liability 
under workmen’s compensation laws is 
a vital one not only to the insurance 
industry but also to employers who pur- 
chase workmen’s compensation § insur- 
ance since the worth of your insurance 
coverage is dependent upon the con- 
tinued solvency of your insurance car- 
riers.” 


Fireman’s Fund Names 
Aungst at Rochester 


The Fireman’s Fund has appointed 
Arthur S. Aungst as special agent for the 
Rochester, N. Y., territory consisting of 
Wayne, Monroe, Livingston, Ontario, 
Yates, Seneca, Schuyler, Steuben and 
Chemung Counties. He will make his 
headquarters at 411 Burke Building, 
Rochester. 

Mr. Aungst, after spending almost four 
years in the Armed Forces during World 
Nar II, entered and was graduated from 
the University of Buffalo, following 


‘which he joined the Fireman’s Fund 
Group in Buffalo branch office. He has 
served in various capacities in that of- 


fice and more recently was appointed 
a special agent in the Buffalo territory. 
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Torrey Reviews Marine Insurance 


Developments During Current Year 


President, 


American Institute Marine Underwriters, Says 


Premium Income From Cargo Will Be About 1950 Total; 
Hull Figures to Show Increase; Loss Prevention Work 


Despite a marked increase in foreign 
trade this year it is doubtful that cargo 
insurance premium totals of the Ameri- 
can marine insurance market will show 
a corresponding gain, Owen C. Torrey, 
Marine Office of America and presi- 
dent, American Institute of Marine Un- 
derwriters, stated at the 53rd anniver- 
sary dinner of the Institute at the 
W aldorf-As storia in New York on No- 
vember 15. 

About 300 marine insurance men were 
present at this affair. Major General 
William J. Donovan, who recently re- 
tired to private law practice after serv- 
ing during the war as head of the Office 
of Strategic Services, spoke on the 
world outlook, with special references to 
present developments behind the Iron 
Curtain. 

Explaining why marine premiums will 
not expand as far as might be expected 
Mr. Torrey said: 

“Military shipments are, of course, 
uninsured, and the American market, 
due to foreign government decrees and 
restrictions, has received a very small 
share of the premiums on the ECA fi- 
nanced cargoes. In fact, the American 
market had insured less than one-fifth 
the value of the ECA cargoes from the 
poe States during the period from 
July 1, 1949 to January 31, 1951. 


Opposes Artificial Restrictions 

“We hold very strongly to the belief 
that the placing of marine insurance 
should be on a freely competitive basis 
without artificial or statutory restric- 
tions by any Government agencies, 
United States or foreign. In further- 
ance of this ideal, the conference of 
the International Union of ee In- 
surance at St. Moritz adopted a strong 
resolution urging all of its icine 
to continue their efforts towards elim- 
inating all laws, ordinances, rules or 
other restrictions that prevent an as- 
sured from placing marine insurance 
wherever he may elect and on what- 
ever basis he may choose. We hope 
that we shall always be able to main- 
tain this principle. 

“As to the over-all cargo premium 
picture the figures of the War Risk Ex- 
change, a usually reliable barometer of 
cargo writings, indicate a possible in- 
crease in liability written of approxi- 
mately 25%. A great deal of this, how- 
ever, can be attributed to exceptionally 
large imports of certain raw commodi- 
ties, such as wool and rubber. These are 
low-rated commodities — Marine-wise— 
and a great volume of this tyne of 
comodity has to be written to produce a 
substantial premium income. 

“Despite rising costs and a gradual 
approach to some of the special hazards 
of wartime conditions, rates in many 
trades continue to show a downward 
trend. To sum up, it would appear that 
the premium income from cargo writ- 
ings for 1951 will be substantially the 
same as last year, but considerably less 
than would be anticipated when one 
considers the high volume of the 
United States foreign trade and in- 


creased values due to inflated prices. 
Hull Premiums and Losses 
“The hull premiums are expected to 
show an increase, but it is anticipated 
that this will be offset by an increase 


in the loss ratio, due to the rising in- 
cidence of serious stranding and colli- 
sion losses of which several occurred in 
military areas. At this writing it ap- 
pears that the net returns, i.e., premiums 
after losses, to American underwriters 
on their hull business this year will be 
less than last year. Hull repair costs 
continue on the upgrade, considerable 
increases having been encountered since 
the first of the year and there are no 
apparent prospects of any recessions in 
these costs,” Mr. Torrey warned. 

“During 1951 the committee on forms 
and clauses of the American Institute 
of Marine Underwriters and the policy 
committee of the American Marine Hull 
Syndicates have completed a- revision 
of the Time Hull Clauses. The new 
clauses have been published and dis- 
tributed by the American Institute of 
Marine Underwriters as American In- 
stitute Time Hulls—December, 1951, and 
have been officially adopted by the 
American Marine Hull Syndicates for 
use on all Syndicate business bound on 
and after December 1, 1951. 

“Tt was felt that the redrafted clauses 
clarify the former wording, broaden the 
cover in a number of instances, and 
should prove to be a better policy for 
shipowners. It gives me great pleasure 
to report that these clauses have met 
with uniformally favorable reception by 
shipowners, underwriters and brokers 
alike. In fact, the committee is now 
proceeding with a corollary revision of 
the increased value rider and some of 
the other hull forms. 


Cargo War Risk Developments 


“The principal development in the 
cargo war risk picture during the year 
was tremendously large import ship- 
ments of certain raw commodities. The 
American Cargo War Risk Reinsurance 
Exchange found itself with liabilities 
which during World War I would have 
exceeded, and during World War II 
heavily taxed, the capacity of the insur- 
ance markets of the world. The largest 
line was in excess of $15,000,000 on one 
vessel and there were nine other lines 
in excess of $10,000,000 on a steamer. 
These large lines and the general in- 
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crease in the foreign trade of this coun- 
try have produced a substantial increase 
in Cargo War Risk premiums during 
the year,” Mr. Torrey said. 

“Since the last annual meeting much 
progress has been made in the prepara- 
tion of the United States Government’s 
program for the insurance of War 
Risks. The hull procedure, under which 
American shipowners and certain for- 
eign shipowners will be able to bind 
War Risk insurance with the Govern- 
ment, is practically completed and. the 
latest information I have received is 
that it will be in operation probably 
within a few weeks. Under this pro- 
cedure the shipowners will be able to 
effect a bindér with the Government, 
which will become operative if and when 
the automatic terminations clause in 
their hull war risk policies goes into 
effect. 

“The preliminary work on the Gov- 
ernment for Cargo War Risks has also 
been drafted and it is now in the hands 
of the Maritime Administration. The 
cargo program was not as pressing as 
the hull situation, due to the fact that 
cargo war risk policies do not contain 
an automatic termination clause. In 
consequence, the hull procedure became 
the first order of business and it is 
anticipated that there will be a con- 
siderable amount of work to be done 
in the cargo program before it can be 
put in a final form. 


Loss Prevention Efforts 


“The loss prevention committee of the 
Institute have continued their efforts 
towards improved packing and shipping. 
We all believe we are making progress 
in this important work. One of the 
principal efforts of the year was a set 
of ‘Recommendations for Reduction of 
Rubber Damage and Shortage Losses’ 
published by the Institute in August of 
this year. In fact, this subject of loss 
prevention developed such keen inter- 
est at the St. Moritz Conference that a 
special morning session, with Harold 
Jackson presiding, was devoted to its 
consideration exclusively. 

“During the year there have been a 
number of American Court decisions of 
interest to underwriters, particularly the 
opinion of the United States Court of 
Appeals for the Second Circuit in the 
case involving a collision between the 
s.s. ‘Nathaniel Bacon’ and the my. 
‘Esso Belgium.’ In this case the Cir- 
cuit Court of Appeals reversed a deci- 
sion in a district court and held the 
Roth-to-Blame Clause, commonly _in- 
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serted by ocean carriers in bills of 

lading, to be invalid. An appeal to the 

Supreme Court is anticipated. 
Delegates to Marine Union 

“For the last six years the Institute 
has sent delegates, headed by its presi- 
dent, to the annual meetings of the In- 
ternational Union of Marine Insurance. 
The conference this year was held at 
St. Moritz, Switzerland, at which the 
American representation was unusually 
large. In addition to your president as 
delegate and our Vice Presidents Frank 
B. Zeller and Owen E. Barker as alter- 
nate delegates, the meetings were at- 
tended by Harold Jackson as vice chair- 
man of the Union, John T. Byrne, Haw- 
ley T. Chester and Henry C. Thorn as 
experts, and Oscar R. Houston as coun- 
sel. 

“At these meetings subjects of vital 
interest to marine insurance generally 
such as loss prevention, prompt presen- 
tation of claims, banker’s clauses, sur- 
vey reports and relations with other 
international organizations, including 
the Economic and Social Council of the 
United Nations and the Hemispheric 
Conference, were discussed. 

“The problem of restrictive and na- 
tionalistic legislation was made the sub- 
ject for the concluding meeting, which 
was an open one. This subject was most 
ably and forcefully presented by Mr. 
Byrne as the chief speaker, and it was 
most enthusiastically received. 

“No agreements are sought or en- 
tered into at any of these meetings, 
their great value lying in the oppor- 
tunity for delegation from 27 nations to 
exchange views on matters of universal 
importance to the marine insurance 
markets of the world.” 

Those at Head Table 

At the head table were T. J. Goddard, 
Chubb & Son; Cletus Keating, chair- 
man, board of trustees, Webb Institute; 
Oscar R. Houston, attorney, of Bigham, 
Englar, Jones & Houston; Walter F. 
Green, president, American Bureau of 
sy My Harold Jackson, Wm. H. Mc- 
Gee & Co.; Rear Admiral Louis B. Ol- 
son, Commandant, Third Coast Guard 
District; J. Arthur Bogardus, Atlantic 
Mutual; Henry C. Thorn, Insurance 
Co. of North America; Rear Admiral 
Gordon McLintock, Superintendent U. 
S. Merchant Marine Academy, Kings 
Point, N. Y.; Hawley T. Chester, Chubb 
& Son; A. Thacher, attorney, 
Thacher, Proffitt, Prizer & Crawley; 
William D. Winter, Atlantic Mutual; 
Jerome Sachs, director, Insurance Staff, 
Office of International Trade, Depart- 
ment of Commerce, and Frederick B. 
McBride, Home Insurance Co. Messrs. 
Goddard, Jackson, Bogardus, Thorn, 
Chester, Winter and McBride are for- 
mer presidents of the Institute. 

In the absence of Insurance Superin- 
tendent Alfred J. Bohlinger, due to ill- 
ness, the New York Insurance Depart- 
ment was represented by Deputy A. G. 
Straub, Jr. 

One of the oldtimers at the dinner 
was Harry K. Fowler, for many years 
marine manager at New York for the 
Thames & Mersey, and now retired. 
Mr. Fowler, who is 88 years old, is a 
former president of the National Board 
of Marine Underwriters and a director 
of the Institute. 


KELLER AGENCY EXPANDS 


The Anthony J. Keller Insurance 
Agency, Niagara Falls, N. Y., has 
opened a branch office in LaSalle, 


N. Y., with Lawrence A. Keller as 
manager. The main office of the firm 
will remain at 1924 Niagara Street. 
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Industry Motor Vehicle 

Committee Makes Report 
CONDUCTS FIVE MONTHS’ STUDY 
Takes United Stand Against Compulsion; 


Makes Concrete Recommendations 


for Steps To Be Taken 





The casualty insurance industry doing 
business in New York State announced 
November 21 its united and unqualified 
opposition to compulsory automobile 
insurance, a state-operated unsatisfied 


judgment fund, or a compulsory com- 
pensation system, as sound or effective 


means of correcting economic hardships 
resulting from motor vehicle accidents. 

In place of these proposed statutory 
instruments, which at present are under 
study by official departmental or legisla- 
tive bodies, the companies and agencies 
that write and market all of the automo- 
pile liability insurance sold in New 
York State declared that the problem 
of uncompensated traffic accident vic- 
tims would be solved more promptly, 
permanently and effectively if the fol- 
lowing steps were taken: 

Want More Vigorous Enforcement 

1. More vigorous enforcement of 
speed and other traffic laws on both 
urban and rural highways and the em- 
ployment of additional manpower and 
facilities to assure such enforcement. 

2. Adoption of driver education as 
a regular part of the curriculum of all 
public, parochial and private high 
schools in the state, New York at pres- 
ent being substantially below the na- 
tional average in the number of eligible 
students receiving such instruction. 

3. Denial of the use of the streets 
and highways to unqualified drivers and 
the employment of sufficient additional 
personnel in the Bureau of Motor Ve- 
hicles to permit periodic reexamination 
of all licensed operators of motor ve- 
hicles. 

Would Require Periodic Inspection 

4. Enactment of a law requiring peri- 
odic inspection of all registered motor 
vehicles, thus assuring that all cars using 
the streets and highways are in safe 
operating condition, a requirement that 
already exists in nearly a third of the 
other states. 

5. Enactment of such amendments as 
are necessary to strengthen the state’s 
present motor vehicle safety responsi- 
bility law, including an improved pro- 
vision for reciprocal arrangements with 
the other 35 states having this type of 
statute, and more strict control over 
transferring the registration of a car 
following an accident. 

The casualty insurance industry’s firm 
opposition to compulsory insurance and 
its alternate sequels was announced by 
the Insurance Industry Committee on 
Motor Vehicle Accidents and is based on 
a report that was adopted after nearly 
five months of continuous and intensive 
study. While individual groups or com- 
panies have previously opposed compul- 
sory insurance, this is the first time the 
entire industry has taken such a stand 
as a united body. The Insurance Indus- 
try Committee represents the following 
organizations: 

Organizations on Industry Committee 

American - Associated Insurance Cos. 
American Mutual Alliance, Association 
of Casualty & Surety Cos., Association 
of Local Agents of the City of New 
York, Association of New York State 
Mutual Casualty Cos., Farmers Insur- 
ance Group, Insurance Brokers Associa- 
tion of New York, Inc., Insurance 
Federation of New York, Mutual Agents 
Association of New York State, Inc., 
National Association of Casualty & 
Surety Agents, National Association of 
Independent Insurers, National Associa- 
tion of Insurance Agents, National As- 


sociation of Insurance Brokers, National 
Association of Mutual Insurance Agents, 
National Board of Fire Underwriters, 
New York Board of Trade (Insurance 
Section), New York State Association 
of Insurance Agents, Inc. and _ the 
United States Chamber of Commerce 
(Insurance Section). 

While the committee report was aimed 
directly at New York State, where 
agitation for compulsory automobile in- 
surance is more persistent than else- 
where at the moment, it was apparent 
that the united industry would take a 
similar position of determined opposi- 
tion in any state where the issue be- 
comes acute, with such variations as 
are found necessary to meet differences 
in conditions from one state to another. 
It was equally clear that the industry 
will use its fullest efforts to defeat all 
three forms of public compulsion, on 
the ground that they are opposed to 
the public interest and welfare and to 
sound business principles. 

The report opposed the-proposal for a 
state-operated unsatisfied judgment fund 
on the ground that it would necessitate 
setting up a new “and very costly” state 
administrative department and would put 
the state in the automobile insurance 
business. The committee announced that 
the question of “the necessity, prac- 
ticability or desirability” of a company- 
operated fund of this type requires fur- 
ther study. 

Reverse Public Assumptions 

A proposal that the state adopt a com- 
pulsory compensation system, under 
which all victims of motor vehicle acci- 
dents would be compensated by the state 
regardless of fault, was treated briefly. 
The committee dealth at length, how- 
ever, with the question of compulsory 
automobile liability insurance, bringing 
out facts that reverse public assumptions 
that such a statute would provide 100% 
protection against economic hardships 
resulting from traffic accidents involving 
uninsured and financially irresponsible 
motorists. 

The Insurance Industry Committee 
declared that the people of New York 
have vastly greater protection under 
their present responsibility law than the 
people of Massachusetts receive from 
their compulsory insurance law, the only 
such statute ever enacted in this coun- 
try. The report disclosed that 94% of 
the automobiles registered in New York 
in 1950 were fully covered by automo- 
bile liability insurance, that approxi- 
mately 7,200 uninsured motorists depos- 
ited $1,300,000 with the Commissioner of 
Motor Vehicles to cover accident dam- 
age claims, and the other uninsured 
motorists filed 22,500 releases evidenc- 
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Fireman’s Fund Indemnity 


Promotes Twisk in East 


The Fireman’s Fund Indemnity Co. 
announces the appointment of Richard 
Twisk as manager of its eastern group 
disability department. 

Mr. Twisk has been in the insurance 
business for many years and his career 
has not been interrupted except for 
three years when he served with the 
Intelligence Department of the Army 
Air Corps. During the past five years 
he has specialized in group accident and 
health insurance and has been associated 
with the company’s group disability de- 
partment in the former capacity of 
assistant manager. 


Day Promoted by Founders 

Albert W. Day has been elected vice 
president and general counsel of the 
Founders’ Insurance Co., Angeles, 
according to announcement by President 
Preston Hotchkis. 

He joined Founders’ in 1948 as man- 
ager of the casualty claims department, 
and has been secretary of the company 
since 1949. During World War II he 
served as a Lieutenant, U. S. Navy. He is 
a member of the State Bar of California 
and the International Association of In- 
surance Counsel. 


Crosby to Address Buyers 

Ralph J. Crosby, assistant vice presi- 
dent and manager of the safety engineer- 
ing department of Marsh & McLennan, 
will speak before the luncheon meeting 
of the New York Chapter of the National 
Association of Insurance Buyers, Inc., 
November 29. His subject will be “How 
Management Should Look at Accident 
Prevention.” The luncheon will be held 
at 12:15 p.m. in the Gold Room of Hotel 
Martinique. 


R. W. Watt Bank Trustee 


Robert W. Watt, president of Sea- 
board Surety Co. of New York, has been 
elected a trustee of the Irving Savings 
Bank, 115 Chambers Street, New York, 
which is 100 years old this year. 
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New Reinsurance Group 
Is Formed in New York 


COOKE IS MANAGING DIRECTOR 





Writes All Classes of Casualty Reinsur- 
ance, Stressing Excess of Loss; Acts 
for Three Companies 

All classes of casualty reinsurance, 
with special emphasis on excess of loss 
reinsurance, are now being underwritten 
by a new group with headquarters in 
New York City. The group is managed 
by the underwriting firm of Agency 
Managers Limited, 102 Maiden Lane. 
Ben D. Cooke, the well-known London 
underwriter, is managing director of the 
firm and will be its underwriter 

Agency Managers Limited will fur- 
nish a service to American companies 
and brokers similar to that furnished 
to brokers in London by B. D. Cooke & 
Partners, Ltd., in that city. It is felt 
by its organizers that by making 
sritish underwriting available in Amer- 
ica, a long-felt need will be fulfilled. 


Acts as Reinsurance Managers 


The new firm is established to act as 
reinsurance managers and underwriters 
of American companies. At this time, 
Agency Managers Limited is authorized 
to act in this capacity for the Northern 
Assurance Co. of London; the American 
Fidelity & Casualty Co. of Richmond, 
Va., and the Citizens Casualty Co. of 
New York. 

The Northern Assurance was estab- 
lished in Aberdeen, Scotland, in the 
year 1836, and was first admitted to the 
United States in 1854. Its total assets 
in the United States as of December 31, 
1950, were $16,194,457, with surplus to 
policyholders of $4,356,148. 

The American Fidelity & Casualty 
Co. was chartered under the laws of 
Virginia in January, 1926. Its total as- 
sets as of December 31, 1950, were $20, 
908,622, with a policyholders’ surplus of 


$5,906,091. 

The Citizens Casualty was incorpo- 
rated under the laws of the state of 
New York in October, 1928, and had, 


as of December 31, 1950, assets of $3,- 
628,980, with a policyholders’ surplus of 
$1,065,977. 


Lumber Mutual Casualty 
Elects Burns and Dowling 


W. Sherman Burns, vice president of 
the William J. Burns International Detec- 
tive Agency, Inc., has been elected to the 
board of directors of the Lumber Mu- 
tual Casualty Insurance Co. of New York 
and William F. Dowling, a member of 


the board of directors and assistant 
treasurer of the Lumber Mutual, was 
elected a vice president at the same 


meeting. Mr. Dowling has been asso- 
ciated with the company since 1924. 


ADDRESSES MALDEN CLUB 

Edgar S. Cook recently spoke before 
the Rotary Club of Malden, Mass., on 
“What Casualty Insurance Means to the 
Businessman.” He is manager, produc- 
tion department, New England branch 
of Standard Accident. 
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American Management's 


Insurance 


Conference 


in Chicago 





Whittaker Discusses 
Catastrophe Coverage 


ADDRESSES AMA AT CHICAGO 


Calls Group Departments Companies’ 
First Line of Defense Against Gov- 
ernment Encroachment on Industry 
Calling the group insurance depart- 

ments of the companies the first line 

of defense against Government en- 
croachment on private insurance indus- 

Whittaker, president, 

Insurance Co. of 

conference of 


try; E. B. vice 


Prudential America, 
addressed the insurance 
the American Managemennt 
tion at Chicago, November 16, on “What 
the New Catastrophe Coverage Is.” 

Mr. Whittaker that about 
years ago company came out 
a medical disaster policy on an experi- 
mental basis which embodied two prin- 
ciples—a deductible to avoid expenses 
incidental to paying small claims and a 
co-insurance factor to avoid abuse of 
the plan. He said that to his own com- 
pany, it seemed that two other features 
were desirable—the deductible factor 
based on the family budget rather than 
on an individual illness and premiums 
which would reflect the risk, with wide 
differences in cost depending on the 
composition of the group. 

Sends Out Questionnaires 

The Prudential, said Mr. Whittaker, 
sent out a questionnaire to all of its 
own employes at the home office and in 
the field with salaries above $5,000 a 
year, asking them to list their own ages 
and the ages of their wives and depend- 
ent children, and to give full particulars 
if there had been any single illness in 
the family in 1949 or 1950 costing over 
$100, as to the division of expense be- 
tween hospital charges, hospital nurs- 
ing, drugs, surgeon’s fees and home 
nursing. 

Four 


Associa- 


said two 


one with 


separate studies of the replies 
were made. The first was by income 
brackets and revealed the fact that, 
with a flat deductible such as $300 and 
any reasonable co-insurance factor, the 
actual cost to persons in the $10,000 to 
$15,000 bracket was exactly twice as 
much as in the $5,000 to $7,500 bracket; 
there was not too great a difference in 
the hosptial cost or hospital nursing, 
but there was “a whale of a difference” 
in the cost of special nursing and sur- 
geon’s fees. 

~ The second study was made geogra- 
phically, showing that, for a given com- 
bination of deductible and co-insurance, 
the monthly net claim cost was $3 for 
the country as a whole; $3 for the 
east, $2.50 for the midwest; $2 for the 
south and #4 for the west. 

The third study reflecting incidence 
by age, Mr. Whittaker said, was more 
important than had been anticipated. If 
the net claim cost for a plan with a $500 
deductible be represented for employes 
under 35, he said, by one, the net claim 
cost from age 35 to 50 is two, 50 to 65 
age 65 itself ten. “This 


five and at t 
shows,” he said, “that age is actually 
more important in this type of insur- 


ance than it is in life insurance.” 
Shows Cost for Family Members 

The last study showed the cost as 
between various members of the family. 
This showed that the additional cost 
for an employe’s wife, under most fam- 
ily budget deductibles was 50% greater 
than for the employe and taking all 
ages combined, the cost. for the children 
as a unit was only half as much as the 
cost for the employe. The average num- 
ber of children came out as 1% em- 
ployes, or 2 per employe with dependent 
children. 

“As a result of our study,” Mr. 
Whittaker said, “we have come up with 
group policies embodying various de- 
ductibles based on the family budget, 





6 





EDMUND B. WHITTAKER 


as well as a policy with a deductible 
based on each illness, with maximum 
amounts for any one individual going 
up to $10,000. The rates are based pri- 
marily on the age distribution and fam- 
ily status, but the number of high earn- 
ing employes and the geographical loca- 
tion must be taken into account. 

“As you can readily gather, there is 
such a variation in benefits that pre- 
miums fluctuate widely. However, I 
would say that the premium for a single 
employe, assuming an average age dis- 
tribution, varies from a low of about 
$1.25 per month for a $500 each illness 
deductible plan to $3.50 per month for 
a $100 each illness deductible plan, with 
an average slightly over $2 for the $300 
each illness deductible plan which will 
probably turn out to be the most popu- 
lar. The monthly costs for similar plans 
covering the employe and dependents 
run slightly more than twice those for 
an employe without dependents under 
the each illness deductible plan and pos- 
sibly three times under the family bud- 
get deductible. 

Unlikely to Exceed $10 Monthly 


“In the case of our own company, the 
maximum benefit of $2,000 is 5% cheaper 
than a $3,000 maximum, whereas a 
$5,000 maximum costs 5% more than a 
$3,000 maximum and a $10,000 maximum 
costs 10% more than the $3,000 maxi- 
mum. Even with a high income execu- 
tive group, the cost for a $300 family 
budget deductible plan with 20% co- 
insurance is unlikely to exceed $10 a 
month for an employe with wife and 
children. 

“Of course, the ultimate net cost can- 
not be determined for some time until 
we find out how popular this insurance 
is going to be and what effect it has 
on the cost of medical care. 

“None of these plans can hope to 
succeed without the intelligent coopera- 
tion of the medical societies and the 
doctors, themselves. This insurance is 
not a bonanza to increase the cost of 
medical care. It is being provided to 
serve the public’s needs as an antidote 
to the evils of socialized medicine. Mis- 
use of it will, of course, play into the 
hands of the Government planners and 
result in its failure. It seems to me 
that management, the insurance indus- 
try and the medical profession, alike, 
have a responsibility to make it work- 
able. 

Employer Desires to Assume Cost 


“Most employers seem anxious to do 
something for the older and higher paid 
employes in order to recompense them 
partially for the increase in taxes. Fre- 
quently the employer desires to assume 
the whole cost and would do so if it 
were not for the restrictions imposed 
on him by the wage stabilization law. 


AMA Boiler & Machinery Panel 


Discussion Creates Keen Interest 


Keen interest was shown by buyers, 
producers and company men in the 
panel discussion on the proper use of 
boiler and machinery insurance, staged 
by the American Management Associa- 
tion at its insurance conference Novem- 
ber 15 at Hotel Drake, Chicago. As an 
innovation the discussion was conducted 
as a playlet in which the problems of 


a fictitious manufacturer of household 
refrigerators were reviewed. 
George Rogers, insurance manager, 


Robert Gair Co., New York, was cast as 
the insurance buyer; Carlton Goodney, 
Tohnson & Higgins, New York, as the 
broker; George Bonstelle, Lumbermens 
Mutual ‘Casualty, as the underwriter, 
and Basil E. Prentice, Hartford Steam 
Boiler, as the claim adjuster. A flock of 
questions from the floor were answered. 
Mr. Bonstelle said that a U.&O. 
valued form is actually a valued form 
only when there is a 10% shutdown. 
Mr. Rogers pointed out that it is more 
economical to buy U. & O. on a blanket 
basis even when there is not as great 
an exposure at one of several locations 
because it reduces the coinsurance re- 
quirements. In answer to the question 
why the premium is sometimes higher 
for 100% coinsurance direct damage 
coverage than for 85% coinsurance, it 
was pointed out that the premium may 
be higher but the actual net rate was 
lower as there was less coverage. 


40% Discount on Stanby Boiler 


_ Mr. Goodney said that if one boiler 
is used daily and another used as a 
standby there is a 40% rate discount on 
the standby if it meets the reserve 
classification definition. Mr. Bonstelle 
noted that there is a difference between 
a standby which is used alternatively 
with another boiler as such a_ boiler 
doesn’t qualify as a reserve. 

In determining property damage limits, 
Mr. Rogers said that accidental losses 
are generally confined within the power 
plant. Each risk has to be judged on 
the basis of how far the probable dam- 
age can go. Mr. Goodney said that the 
values in the area around the plant 
have been considered. Mr. Rogers called 
attention to the tremendous appreciation 


in the value of power plant equipment, 
Boilers cost 100% more than five years 
ago. : 
Mr. Goodney said that contingent 
U. & O. rates are less than power break- 
down rates, as loss ratio has been high 
on power breakdown. There was some 


discussion on this point and it was 
agreed that the likelihood of power 


breakdown depended a great deal on the 
utility and the exposure to storms. 


New Boiler Contract 


The new boiler contract specifically 
eliminates coverage during testing fol- 
lowing installation. Mr. Bonstelle said 
that this was not a change but a clari- 
fication as it was never intended to 
cover a boiler under insurance until 
it is ready for use. The purchaser must 
be protected under the purchase con- 
tract. Such a contract usually provides 
that purchaser doesn’t become the own- 
er until he has accepted the equipment 
ready for operation. 

Under the war damage exclusion 
clause, Mr. Goodney said that it was up 
to the insurer to prove that such dam- 
age was done by an enemy agent. 

In answer to what criticisms buyers 
have in regard to the new boiler con- 
tract Mr. Rogers pointed out that such 
provisions as a fly wheel must be 
broken in two places are irksome, al- 
though he recognized the fact that that 
and similar requirements are included 
to differentiate between damage as a 
result of poor maintenance and _ acci- 
dental damage. The situation cannot 
be corrected until satisfactory definition 
is devised and buyers have not been able 
to suggest one. 

Mr. Bonstelle pointed out that the 
manufacturer’s usual one year warranty 
covers defects in material and workman- 
ship but the purchaser cannot go back 
to the manufacturer for damage as a 
result of negligence. 

Mr. Prentice said that the cost of 
standby labor not used for maintenance 
is recoverable under U. & O. Mr. Rogers 
pointed out that some union contracts 
call for payment to the worker for the 
full shift once he works a few hours or 
perhaps half a shift. 





If an employe contribution is to be 
imposed, | think it would be desirable 
to proceed on the same principle as 
applies in group life insurance and have 
a contribution not greater than the 
gross rate for the youngest employe 
with the lowest salary who comes into 
the plan. This assumes, of course, that 
the employer can make a contribution. 
I do not feel that it is desirable to have 
an employe-pay-all plan based on an 
average rate if it can possibly be helped, 
because that means that the younger 
and lower paid employes are subsidiz- 
ing the senior officers. However, we 
have had successful enrollments on the 
employe-pay-all basis even with a high 
premium rate because the coverage has 
a tremendous appeal, especially if it is 
dramatized by actual experiences of 
members of the group to be insured. 

“We have found it helpful to have a 
fairly elaborate booklet describing the 
plan and to have all enrollments super- 
vised by members of our own staff. The 
coverage is just too complicated for 
even the most enthusiastic employers to 
tackle the enrollment entirely on their 
own. 

“In conclusion, I would like to point 
out that this insurance is still in an 
experimental stage and we are trying 
to do the best we can with such meager 
statistics as are available. We have had 
no opportunity as yet to determine to 


what extent the existence of this insur- 
ance will increase medical costs, but | 
do want you to appreciate that while 
we are admittedly taking a chance in 
underwriting this type of insurance, that 
is what insurance companies are here 
for, and the group departments are the 
first line of defense against Government 
encroachment on private insurance in- 
dustry. I can assure you that we don’t 
want any further interference by the 
Government in our business any more 
than you do in yours.” 


Parties Given for Buyers 

Social highspots of American Man- 
agement’s insurance conference last 
week at Hotel Drake were the buffet 
parties given by Marsh & McLennan, 
Inc., and the Rollins Burdick Hunter 
Co. of Chicago. Both were well attended 
affairs at which sociability rather than 
business prevailed. 

Marsh & McLennan’s parties have 
been traditional AMA features for a 
number of years and virtually all of its 
offices around the country were repre- 
sented at the Hotel Drake affair. Rollins 
Burdick Hunter Co. was also well rep- 
resented, its chief host being Herbert 
J. Lorber, president. 

Lumbermens Mutual Casualty Co. also 
gave its traditional breakfast party for 
American Management delegates. 
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General Electric’s Experience Given 


Under Medical Catastrophe Plans 


we may well have difficulties. Several 
claims opened in 1949, then apparently 
closed, have been reopened in 1951. 


Another problem is the question of 


The introduction of the General Elec- 
tric Company’s two medical catastrophe 
plans has been a long step forward in 
a previously uncharted field, E. S. Willis, 
manager, employe benefit plans division 
of General Electric, declared at Ameri- 
can Management Association’s insurance 
conference in Chicago last week. Speak- 
ing at the same session as Edmund B. 
Whittaker, Prudential vice president, 
Mr. Willis said there is considerable sat- 
isfaction among the members of these 
plans and by the company over the 
success of the employes in exercising 
their initiative and ingenuity in devel- 
oping medical catastrophe coverage. 
Nearly $260,000 has already been paid 
out to assist in periods of crucial ex- 
pense, he said. 

The General Electric’s medical catas- 
trophe plan for executives and _ top 
professional personnel was _ started in 
February, 1949. The second plan, avail- 
able to all employes, was inaugurated 
early this year by employe mutual bene- 
fit associations at two plants. 


90% Enrolled in Executive Plan 
Initial enrollment in the executive 


plan was 80% and now stands at 90%. 
The plan originally covered only em- 
ployes but in 1950 wives and children 
up to age 21 were covered. In 1951 
the age of children was raised to 25 and 
pensioners age 65 and over who had 
been in the group, and their depend- 
ents, were allowed to retain or secure 
the same coverage. Mr. Willis also said 
that there is a $300 deductible for each 
disability and 75% of expenses up to the 
maximum are covered. The original 
maximum was $1,500 in any one year 
and $3,000 total for a disability. The 
maximum for one disability is now $5,000 
without limitation as to time. 

Mr. Willis further reported that 
claims submitted for dependents under 
the executive plan are about twice as 
numerous as for members. For the year 
ending February 1, the average total 
claim opened in that year was $1,060 for 
members, $1,025 for wives and $624 for 
children. Since the inception of the 
plan, member claims have averaged 
$1,119; claims for wives, $962 and for 
children, $606. 


Some Problems Still Unsolved 


Giving the over-all experience with 
the executive plan Mr. Willis said that 
to date it has been satisfactory. The 
group insured is large enough to get 
a good spread of risk. It is all male and 
consists of those in higher earnings 
bracket ($7,000 to $8,000 annually) who 
could afford relatively expensive pre- 
miums. “Indications are that they are 
also cooperative and reasonable,” he 
said, 

This plan pays for “reasonable” ex- 
penses, and almost without exception 
the claims have been reasonable when 
giving effect to their income level and 
positions. In only about three instances, 
said the speaker, have there been any 
questions, and these may be largely a 
matter of judgment. He also observed 
that a plan of this type “helps finance 
treatment that may be new or unusual 
and frequently expensive .. .” 

Among problems that remain unsolved 
but which more experience will help 
to answer Mr. Willis mentioned: The 
question of termination of a claim is 
one problem. Presently the plan pays 
up to $5,000 for any one disability. For 
example, a member has coronary throm- 
bosis which disables him for a period, 
but it is later nossible for him to return 
to work after incurring considerable 
expense. He has a recurrence several 
years later with more expense. The plan 
now would apply the $5,000 maximum 
payment to both periods of illness and 
there would be only one deductible. 

“We have insufficient data as yet on 
this,” said the speaker, “although there 
are some indications in a few cases that 


what constitutes one disability since 
with a serious illness there may be 
others related or unrelated. “Our data,” 
said Mr. Willis, “is not of help in this 
as yet. About four members have had 
two claims; there are four cases of 
wives with two claims for separate dis- 
abilities. These apparently were unre- 
lated ... Perhaps there may be some 
question about another involving men- 
tal illness followed by a claim for pan 
hysterectomy, but offhand they seem 
fairly unrelated. 

“The lag in claims is not a serious 
problem except in the establishment of 
reserves by the insurance company. Our 
G.E. people cannot be classified as 
wealthy, but the average lag between 
disability and first payment is about 
92 days for the member himself, rang- 
ing from 18 to 223 days. He does a lit- 
tle better when his dependents are sick 


since he is then well himself, I assume. 
The spread in these claims is about 81 
days, though the range is worse, being 
from 29 to 250 days!” 

G.E.’s Newer Catastrophe Plans 

Mr. Willis then highspotted details 
on two new catastrophe plans in the 
General Electric, both of which are 
provided by mutual benefit associations 
—one in the Schenectady plant which 
has about 27,000 members, and the other 
in Bridgeport, Conn., with about 4,500 
members. These members include all 
levels of employment and, therefore, 
“will be representative of catastrophe 
plans for all employes rather than a 
specific group. The coverage is for male 
and female employes only so far... 
no dependent coverage being provided. 

“The basic deductible consists of two 
parts: (1) The hospital and_ surgical 
benefits received from the G.E. insur- 
ance plan which allows up to $10 a day 
towards. hospital room and board, up to 
$100 for hospital extras, and has a sur- 
gical schedule of up to $175. 

“(2) The employe pays an additional 
amount which, in Schenectady is $100 
and in Bridgeport is $175. After this 
combined deductible, the plan pays 75% 
of the rest of the expense up to a max- 
imum of $1,500 in a year or a total of 
$3,000 for any one disability. Contribu- 
tions are 20 cents weekly; $10.40 yearly. 


Higher Rates Urged in Texas 


For “Excess Limits” Ins. 
Inflation is creating a need for higher 
rates on some liability policies, in the 
opinion of automobile insurance officials. 
This was the sentiment at a recent De- 
partmental hearing in Austin, Tex. 

The Texas Board of Insurance Com- 
missioners at this gathering heard 
spokesmen for over 100 companies. They 
want policyholders to pay more for 
“excess limits” liability insurance. 

As noted, “excess limits” is any cov- 
erage above the statutory $5,000/10,000 
limits. 

J. B. Gibbs, State casualty commis- 
sioner, called the hearing after a study 
of losses showed that payments under 
“excess limits” were running twice as 
much as the commission figured in set- 
ting up present premium rates. 


R. L. MORRISON PROMOTED 

The Hartford Accident & Indemnity 
has appointed Ralph L. Morrison as 
agency superintendent of its Kansas City 
branch office. He has been assoc‘ated 
with the Hartford since 1939, serving 
in the company’s home office, as special 
agent in Kansas, and as assistant super- 
intendent in the bond department at 
Kansas City. 
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Casualty Actuaries 
Welcome Fire Ins. Men 


AT SOCIETY’S ANNUAL MEETING 


Carlson Elected President; Two Formal 
Papers on Fire Rate Making; New 
Fellows, Associates Admitted 


The 37th annual meeting of the Casu- 
alty Actuarial Society, held November 
15-16 at Hotel Biltmore, New York, fea- 
tured the election of Thomas O. Carl- 
son, actuary, National Bureau of Casu- 
alty Underwriters, as president, suc- 
ceeding Harmon T. Barber, casualty ac- 
tuary of the Travelers; and marked a 
change in activities of the society in that 
rating subjects for fire and allied lines 
of property insurance were included in 
the program. 

In order to get under way as rapidly 
as possible its entry into the fire insur- 
ance field the society elected as fellows 
at this meeting the following six out- 
standing rating men from the property 
insurance industry: Frederick W. Dore- 
mus, EUA manager; Homer D. Rice, 
eeneral manager, New York Fire In- 
surance Rating Organization; A. J 
Snow, manager, Oregon Insurance Rat- 
ing Bureau; Lewis A. Vincent, general 
manager, National Board of Fire Under- 
writers; Leon A. Watson, general man- 
ager, Fire Insurance Rating Organiza- 
tion of New Jersey, and John P. 
Woodall, secretary SEUA. The expecta- 
tion is that many property insurance 
men will become interested in attaining 
membership in the society either 
through examination or, in the case of 
established rating experts, through sub- 
mission of an original thesis. 


New Officers and Council Members 


Elected with Mr. Carlson were the 
following officers and members of the 
council: Vice presidents—Joseph Linder 
of Wolfe, Corcoran & Linder, New 
York consulting actuaries, and Seymour 
E. Smith, secretary, casualty depart- 
ment of the Travelers; secretary- 
treasurer—Richard Fondiller of Wood- 
ward & Fondiller, New York, consulting 
actuaries, reelected for the 33rd consecu- 
tive year; editor (also reelected)— 
Emma C. Maycrink, secretary-treasurer, 
Association of New York State Mutual 
Companies; librarian—Gilbert 
R. Livingston, assistant actuary, Na- 
tional Bureau; chairman, exmination 
committee (reelected’ Roger A. John- 
son, actuary, Utica Mutual. For three- 
year terms the following were elected 
members of the council: Arthur L. 
Bailey, actuary, Lumbermens Mutual 
Casualty; J. W. Carleton, actuary, Lib- 
erty Mutual; George B. Elliott, general 
manager, Pennsylvania Compensation 
Rating & Inspection Bureau. 

The following associates, having com- 
pleted the examinations, were admitted 
to the society as fellows and presented 
with diplomas: Charles C. Hewitt, Jr., 
of New Jersey Manufacturers Casualty; 
Laurence H. Longley-Cook, actuary, In- 
surance Co. of North America, whose 
formal paper on “Problems of Fire In- 
surance Rate Making” is reviewed in 
the fire insurance section of this issue, 
and Mrs. Elia Vergano, now retired, 
who was formerly assistant actuary, 
Compensation Insurance Rating Board, 
New York. 

The society’s examination for asso- 
ciates were passed by the following can- 
didates and they were admitted: Gordon 
M. Barker and John R. Bevan, both of 
Liberty Mutual’s actuarial department; 
Ralph S. Brindise, actuarial department, 
Kemper Insurance Group, Chicago; Al- 
fred V. Fairbanks, actuarial supervisor, 
Monarch Life of Springfield, Mass.; 


Casualty 


Clyde H. Graves, actuary, Mutual Insur- 
ance Advisory Assn., New York; Rich- 
ard L. Johe actuarial department 


United States F. & G.; Earl F. Petz, 
Jr, procedures department, Lumber- 
mens Mutual Casualty; Leroy J. Simon, 
associate actuary, Mutual Service Casu- 
alty Insurance Co.; Michael Wermel, 
chief, financial and actuarial branch, 
3ureau of Employment Security, United 
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States Department of Labor, Washing- 
ton, D. 

President Carlson, who has given 
faithful service to the society as a 
vice president, member of the council 
and as librarian, has been in actuarial 
work since September, 1928, when he 
joined the National Bureau as a clerk 
in its actuarial and statistical division. 
A graduate of Middlebury College in 
Vermont, he taught school for a time. 
In the bureau he has made consistent 
progress, having been promoted to as- 
sistant actuary in May, 1935, and to 
associate actuary in May, 1944. In 
November, 1944, he was named actuary 
succeeding Charles J. Haugh who re- 
signed to join the Travelers. Mr. Carl- 
son will observe his 25th anniversary 
year with the bureau in 1953. 

To Print Tarbell’s Paper as Pea 

The formal paper by Thomas F. Tar- 
bell, chief actuary, Travelers, on “The 
Combined Fire and Casualty Annual 
Statement Blank,” presented at last 
May’s meeting and second installment 
of which is completed, was discussed 
at the morning session along’ with 
Thomas O. Carlson’s paper, “Rate 
Regulation and the Casualty Actuary,” 
now in pamphlet form. The idea of 
printing Mr. Tarbell’s paper in pamphlet 
form was favorably received and it will 
be ready early in 1952. 

New formal papers at the morning 
session following Harmon T. Barber’s 
presidential address “The Gateway to 
Membership,” were presented by Wil- 
liam Leslie, Jr., assistant manager, Na- 
tional Council on Compensation Insur- 


ance: “The National Defense Proj- 
ects Rating Plan’; by George B. Elliott, 
general manager, Pennsylvania Com- 


pensation Rating & Inspection Bureau, 
on “Making of Workmen’s Compensa- 
tion Rates as Illustrated by the 1951 
Pennsylvania Rate Revision’; and by 
Matthew H. McConnell of General Ac- 
cident on “A Casualty Man Looks at 
Fire Insurance Rate Making.” 

The afternoon‘s informal discussion 
centered around two topics of current 
interest: “Introduction to Fire Insur- 
ance Rate-making” and “Recent Devel- 
opments in Uniform Accounting.” At- 
renege topped 100. The previous eve- 
ning A. L. Kirkpatrick, insurance mana- 
ger, U. 3 Chamber of Commerce, was 
the dinner speaker. President Barber 
presided and William J. Constable of 
the Kemper Group, introduced Mr. Kirk- 
patrick. He discussed the importance of 
rebuilding our thinking and with a re- 
emphasis on moral values. Dinner at- 
tendance was 115 including wives 

In his presidential address Mr. Bar- 
ber expressed the opinion that the so- 
ciety’s present examination system is 


HARMON T. BARBER 


antiquated; it is not sufficiently flexible 
and it does not serve the society at all 
well. He touched on the recent broad- 
ening of the constitution as an invita- 
tion to the rate-making experts of fire 
insurance to join with the society in 
the common effort to improve the arts 
and sciences of rate making, statistical 
reporting, company administrative prac- 
tices and allied actuarial pursuits for all 
lines of insurance other than life. 

Mr. Barber presented a condensed list 
of the original syllabus of 1915, and 
said: “There has been very little sub- 
stantive change in the requirements in 
the 36 years of existence of the exam- 
inations. The additional material in the 
present syllabus relates principally to 
rate making and risk rating and_ sub- 
jects which were largely in the em- 
bryonic stage when the original syllabus 
was established. It would seem, there- 
a that the present syllabus at least 

can be termed ‘traditional’ if we choose 
= avoid the stronger but possibly more 
appropriate characterization of ‘anti- 
quated’.’ 

Hopes to Gain Prestige 

Asking the question “Does the So- 
ciety hope to gain prestige by maintain- 
ing examinations which indicate that 
newly admitted members have certain 
inherent abilities more appropriate is a 
prerequisite for membership in larger 
and older societies?” Mr. Barber con- 
tinued: 

“If such is the case, it would seem 
to be better to abandon this pretense 
and re-design the examinations so as 
to require candidates to be proficient 
in more practical subjects. This matter 
of the effect of examinations on public 
relations has been under discussion in 
the past and it is believed that the 
examination committee has definitely 
abandoned the practice of setting ques- 
tions such as those in probabilities which 
deal with black and white balls in a 
bag or the chance of drawing a royal 
flush from a thinned out deck of playing 
cards. It is feared that such problems 
were regarded by the public as a 
pastime which confirmed the fact that 
actuaries are an odd group of charac- 
ters. 

“Casualty actuarial science has 
reached the stage where we can take a 
reasonable measure of pride in the 
position of theory and practice as con- 
tained in papers in the proceedings. On 
them might be placed greater reliance 
for professional preparation. The 
breadth of subject matter which is in- 
cluded in the field of casualty actuarial 
science is so extensive that it appears 
quite unreasonable to expect a novice 
candidate to be versed in all its phases 
as well as in the large proportion of 











textbook material currently demanded 
by the syllabus.” 

Mr. Barber then suggested a number 
of changes in the present syllabus and 
said: 

“New subjects in the suggested sched- 
ule include rate manuals, company sta- 
tistical records, annual statements and 
schedules, and mechanical equipment— 
matters with which the casualty actuary 
needs to be familiar. Time spent in the 
study of these is time well invested 
whether the candidate decides to con- 
tinue his career as an actuary or to 
enter some other phase of the insur- 
ance business. 

“Tt might be anticipated under such 
a program for associate examinations 
that the number of successful candi- 
dates in each annual delegation would 
be considerably larger than is the case 
under the present syllabus. This would 
be desirable as many of the additional 
associates would come from the ranks 
of persons already affiliated with the 
industry. A strengthening and enrich- 
ment of the programs of our meetings 
could be expected to follow as a normal 
development.” 

In conclusion, Mr. Barber said: “The 
educational committee is now facing the 
task of a review and revision of the 
examination syllabus to provide for the 
introduction of fire and property lines 
of insurance in the subjects covered. 
The attention of the members of this 
committee is invited to these thoughts 
as the sincere expression of one member 
who feels that a more useful existence 
for the society would follow from open- 
ing up new gateways to membership 
rather than from erecting still higher 
barriers on the walls surrounding our 
citadel. Perhaps there are others who 
will join in pointing out that in this di- 
rection lies the hope of a_ stronger, 
larger and more progressive society.” 


United F. & C. of Iowa Wins 
Declaratory Judgment Suit 


District Judge J. E. Heiserman 
handed down an important decision on 
a declaratory judgment suit brought 
by the United Fire & Casualty of Cedar 
Rapids. The decision held that a rule 
made by the Iowa department of public 
safety under the safety responsibility 
law was not valid. Decision was in favor 
of the insurance company. 

The insurance company brought the 
suit against George Mras of Bing- 
hamton, N. Y., and Vern Remy of 
Nashua, Ia. The company had issued 
a liability policy to Remy, October 14, 
1949. Remy was engaged in custom 
farming (selling the services of his ma- 
chinery to other farmers). The policy 
said that if Remy’s income from this 
operation exceeded $1,000 in a 12-month 
period before an accident, the company 
would not be liable to pay. 

Remy’s tractor and a car driven by 
Mras collided August 17, 1950. Mras 
sued Remy in Federal Court for $79,000 
for injuries suffered in the accident. 
The suit is still pending. 

Mras and Remy alleged that the in- 
surance company would be liable to 
cover any damages which might be 
awarded Mras in his Federal suit. The 
insurance company alleged that it was 
not liable because of the clause in its 
policy with Remy which nullified the 
contract if he did more than $1,000 busi- 
ness the year before the accident. 

The judge in his decision held that 
the evidence showed that Remy did 
about $2,000 worth of custom farming 
during the period and that the policy 
was thus void. 

The state department of public safety 
entered the suit because the United F. 
& C. had filed, then withdrawn, a form 
showing the company’s financial respon- 
sibility for Remy. The department said 
it had a rule against withdrawing this 
form after it had been on file 50 days 
or more. The state defended its right 
to make the 50-day rule in the trial. 
The judge found the department had 
no authority to make the rule and that 
a company could withdraw its financial 
responsibility statement. 
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Illinois Decree Bars 
Motor Club Contracts 


A decree issuing from Circuit Judge 
Daniel Roberts in Chicago, November 
14, stated that membership contracts of 
the Union Motor Club were insurance 
and permanently enjoined issuance of 
such contracts and restrained the Union 
Motor Club from receiving payments 
upon any such contracts heretofore en- 
tered into, according to a news release 
issued by the IIlinois Insurance Depart- 
ment. 

The activities of the Union Motor 
Club came to the attention of the State 
Department of Insurance earlier this 
year when Union Motoar Club members 
complained to the Department that they 
thought they were buying automobile 
liability insurance instead of motor 
club. services. 

The permanent decree now in ef- 
fect has eliminated an unauthorized in- 
surance operation in Illinois and made 
all members’ obligations to the Union 
Motor Club null and void. 


Industry Group Reports 
(Continued from Page 27) 


ing settlement of accident damage 
claims. This means, the report pointed 
out, that public protection in New York 
is in excess of 94%. 

In Massachusetts, the committee as- 
serted, the public enjoys far less than 
94% protection against the economic 
consequences of motor vehicle accidents, 
under that state’s compulsory insurance 
law. Contrary to widespread public be- 
lief, the Massachusetts law does not 
apply to property damage accidents, 
but only to accidents involving death 
or bodily injury. Even with respect to 
fatal and bodily injury accidents, the 
committee report showed, the Massa- 
chusetts compulsory insurance law falls 
far short of complete protection due to 
the fact that it does not apply in the 
following instances: 


Massachusetts Law Falls Short 


A. Where out-of-state cars cause the 
accidents, which alone account for more 
than 5% of the traffic accidents in 
Massachusetts. 

B. Where accidents occur off of the 
public streets and highways, thus exclud- 
ing private parking lots, filling stations 
and garages, private driveways, etc. 

C. Where the injuries involve guest 
occupants, whether or not they are re- 
lated to the involved motorists. 

D. Where there is absence of 
liability. : 

The committee report expressed belief 
that these and other gaps between actual 
protection and 100% protection run to 
“at least 25% of the total number of 
injuries and deaths arising out of auto- 
mobile accidents” in Massachusetts “and 
may run to a very much higher per- 
centage.” This compares to the fact that 
in New York the present safety respon- 
sibility law results in greater protection 
for bodily injury accidents. 

The committee report also considered 
statements that admitted faults in the 
Massachusetts law can be corrected in a 
so-called model statute. It called atten- 
tion to the fact that the Massachusetts 
law has been in effect for 25 years and 
during that period has been weakened as 
regards extent of protection, rather than 
strengthened. This has been due pri- 
marily, it said, to political pressures that 
are brought to bear on rates as well as 
breadth of insurance coverage. 

“The experience in Massachusetts,” 
the report said, “indicates that under a 
compulsory automobile liability insur- 
ance law the intervention of politics is 
inevitable and continuous and harmful 
to the people of the state.” 

The committee recognized that hard- 
ships resulting from uncompensated mo- 
tor vehicle accidents presents a_real- 
istic public problem. The most perma- 

nent and most effective solution, it said, 
will be found in reducing accidents and 
strengthening the present security type 
safety responsibility law. To that end, 


legal 


in addition to the steps previously men- 
tioned, it proposed prompt consideration 
of the following recommendations: 
Committee’s Recommendations 
More careful study of accident reports 
to ascertain the causes and_ possible 
cures for traffic accidents; examination 
of highways to locate and correct condi- 
tions that are “unsatisfactory” to traffic; 
recodification of the state’s traffic laws 
to conform to the National Uniform 
Vehicle Code; periodic official publicity 
to keep all motorists acquainted with 
the provisions of the safety responsi- 
bility law; and consideration by the 
insurance industry of broadening medi- 


cal payments insurance to provide in- 
demnification where it is not afforded 
at present. 

The committee also called attention 
to the fact that when the Canadian prov- 
inces of Manitoba and British Columbia 
enacted security type safety responsi- 
bility laws a few years ago, they 
included provisions for the impound- 
ment of motor vehicles that are in- 
volved in accidents resulting in death, 
bodily injury, or property damage in 
excess of $50. In substance, impound- 
ment occurs immediately unless the 
involved owner or driver has evidence 
of insurance or has otherwise previously 


established financial responsibility. 

The committee report expressed the 
opinion that if appropriate amendments 
incorporating an impoundment feature in 
the New York safety responsibility law 
are introduced by a legislative commit- 
tee, the Commissioner of Motor Vehicles 
or any other state officer, the insurance 
industry should support such amend- 
ments.. The report recommended, how- 
ever, that any such amendments should 
include provisions which reasonably 
avoid hardships that might result if 
impoundment occurred instantaneously, 
which the Manitoba and British Colum- 
bia statutes require. 
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Fight to Reduce Industrial Accidents 


No Push-Button War, Says Dorsett 


The top executive and management 
levels of industry were reminded No- 
vember 14 by J. Dewey Dorsett, gen- 
eral manager of the Association of Cas- 
ualty & Surety Companies, that the 
fight to reduce industrial accidents “is 
no push-button war” but one that de- 
mands their interest, initiative and action 
to diminish waste of manpower and 
materials. 

Mr. Dorsett, a former chairman of 
the North Carolina Industrial Commis- 
sion which administers that state’s work- 
men’s compensation law, told manage- 
ment representatives attending a South 
Carolina industrial safety congress in 
Columbia that “an effective safety pro- 
gram that prevents accidents and re- 
duces losses must start from the top 
and set up a chain reaction that reaches 
every worker.” 

Speaking before the executive section 
of the 14th annual accident prevention 
meeting sponsored by the South Caro- 
lina Industrial Commission, Mr. Dorsett 
declared that what management achieves 
in reducing accidents depends on how it 
comes to grips with the problem. Sound 
management, he asserted, is becoming 
conscious of the nature of its responsi- 
bility in an effective industrial safety 
program. Such a program, he added, 
“must be directed by a management that 
is interested in how the battle goes, 
whether it is won or lost.” 


Must Frown on Chance- Taking 


“In a safe plant, management must 
frown on chance-taking, unnecessary 
hazardous short cuts and other 
unsafe practices by workers that breed 
accidents and production losses,” said 
Mr. Dorsett. “These things are dis- 
couraged by strong leadership, mature 
judgment and proper example, from the 
front office to foremen and or. 
A reputation for ‘square dealing’ and % 
real personal interest in men help man- 
igement, through the foreman, to main- 
tain adequate departmental discipline. 
When they are coupled with proper 
selection, placement and training of em- 
ploves and a periodic check of physical 
and mental stress, these basic require- 
ments of good foremanship, fully sup- 
ported by an interested management, 
make for an efficient, dependable work- 
ing force that is virtually free of séri- 
ous accidents.” 

Most employes, he said, do respond 
favorably to management’s interest in 
their safety. They do fall into line and 
make suggestions that bring about 
greater safety for themselves and their 
fellow workers. Mr. Dorsett cited the 
experience of General Motors, whose 
employes have submitted an average of 
4000 safety suggestions a year since 
1942, with a total of 36,000 safety ideas 
coming from workers, out of a total 
of 145,000 suggestions accepted by that 
corporation. 

“It is most significant that General 
Motors, whose ent is so in- 
spired in safety leadership that it 
reaches every ells in its 34 plants, 
has eliminated 11 of every 12 accidents 
in the last 20 years,” he declared. 

Mr. Dorsett asserted that it was 
wholly untrue that “the little and me- 
dium sized fellows” in industry cannot 
achieve a similar record for safety. 
“Every employer, whether he has 5 or 
50,000 workers, has at his command the 
services of his insurance company, 
whose help in overcoming conditions 
that cause accidents can be had merely 
by asking for it,” the speaker empha- 
sized. 


haste, 


Prevent Accidents Before They Occur 


_ “Millions of dollars are spent by your 
insurance companies to provide the 
know-how for licking such situations,” 
Mr. Dorsett added. “The progressive 
employer should prevent accidents be- 
fore they happen by surveying the acci- 
dent potential in every plant, in every 


worker’s job, and in every group of 
employes working with their hands and 
feet, as well as those who operate ma- 
chines. Only in this way can the deaths, 
injuries, lost-time of workers and high- 
er costs be kept to a bare minimum or 
eliminated entirely. 

“Your insurance company’s safety en- 
gineer is an able fellow and you should 
get to know him, not after accidents 
happen, but before. He is a specialist 
who will help you plan your employes’ 
work and procedures and devise ways to 
educate them in safety so that accidents 
will not happen. If you have been un- 
aware that all of these services are yours 
for the asking, speak to your insurance 
agent, write your insurance company, 
or get in touch with the accident pre- 
vention department of our association. 
The work they are doing to prevent 
accidents on-the-job and off-the- job is 
saving millions of dollars for industry 
every year and preventing tens of thou- 
sands of injuries that might maim or 
cripple workers.” 





W. A. SADLER REELECTED 

William A. Sadler, Century Indemnity, 
has been reelected president of the 
Surety Underwriters’ Association of New 
Jersey. His fellow officers for the year 
1952 include Paul S. Parris, Fidelity & 
Deposit, vice president; Edwin H. Lake, 
Employers’ Group, treasurer, and G. E. 
Bilquez, Century Indemnity, secretary. 


SPEAKS AT CLAIMS LUNCHEON 

Lowell C. Stellberger, manager, claims 
department, Detroit branch of Standard 
Accident, recently addressed the Toledo 
Claim Men’s Association on the subject 
“The Kefauver Road Show.” 
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RETAIL CREDIT NAMES SAMS 





Elects Vice President and Sales Mana- 
ger at Atlanta a Director Succeeding 
J. Hardin 

Lewis R. Sams, vice president and 
sales manager, Retail Credit Co., has been 
elected a director of tne company to fill 
the unexpired term of the late E. J. Har- 
din, who was vice president in charge of 
Greater New York operations. 

Mr. Sams joined Retail Credit Co. in 
Atlanta in 1922. His first field assign- 
ment was as manager of the Toronto 
branch office. Following this, he did su- 
pervisory work among branch offices in 
the northwest, making headquarters at 
Minneapolis. In 1930, he was appointed 
division manager, Pacific Coast division, 
with headquarters at San Francisco. In 
1937, he transferred to Chicago as divi- 
sion manager and in 1943, was made 
vice president with headquarters in Chi- 
cago. 

In 1946, he returned to the home office 
in Atlanta and became vice president 
and associate operating manager. The 
following year, he was elected vice presi- 
dent and sales manager. 


BLAINE IS CLAIM MANAGER 

The American Mutual Liability Insur- 
ance Co. announces the appointment of 
George W. Blaine to the position of 
claim manager in its Cleveland terri- 
tory. 
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Blatchford Joins BBD & O; 
Leaves Employers’ Group 


BLATCHFORD 


BALA: C 


Ralph CC. Blatchford, advertising 
manager of the Employers’ Group In- 
surance Cos. for the past six years, has 
resigned to become associated with Bat- 
ten, Barton, Durstine & Osborn as an 
account executive. He is now located in 
the Boston office of this advertising 
agency. 

Mr. Blatchford has been active in the 
Insurance Advertising Conference and 
was elected vice president of that or- 
ganization at its last annual meeting. 
He has also served for the past five 
years on the advertising committee of 
the National Board of Fire Underwrit- 
ers and was coordinator of advertising 
and publicity in the campaign to defeat 
the automobile flat rate referendum in 
Massachusetts. 


Gen’! Reinsurance Loses 


U. S. Supreme Court Appeal 

The United States Supreme Court 
has denied General Reinsurance Corpo- 
ration certiorari in its appeal of the 
Circuit Court of Appeals’ decision 
which held that the convention form of 
accounting is not to be construed as the 
paramount provision for computing the 
gross amount earned by insurance com- 
panies designated therein, in view of 
the other paragraphs of that section 
which expressly define what Congress 
meant by “underwriting income.” 

In its specific suit General Reinsur- 
ance was required in its returns for 
1944 and 1945 to take into account an 
increase in its unearned premium re- 
serve which was attributable to risks 
which had been reinsured with unad- 
mitted companies, as well as an increase 
in the loss reserve representing losses 
incurred for which reinsurance with un- 
admitted companies was recoverable. 


APPOINTED ATTORNEY IN N. Y. 

John E. Asch has been appointed an 
attorney at the New York branch of 
Standard Accident. 
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Mary Donlon Reports on 
Compensation in N. Y. 


SAYS PERFORMANCE IS DOWN 





Calls for Real Effort Toward Prompter 
Payment and Prompter Reporting 
on Part of Carriers 





Carrier performance in workmen’s 

compensation as tested by compensated 
cases closed by the New York State 
Workmen’s Compensation Board during 
the six months’ period ending June 30, 
was shown to have deteriorated slightly 
from the standards of performance 
achieved as shown by cases closed dur- 
ing the previous six months. Carrier 
performance charts have been released 
by Mary Donlon, chairman of the New 
York State Workmen’s Compensation 
Board, who in a statement accompany- 
ing the analysis made the following 
comment: 

“If performance as shown on these 
charts is compared with carrier per- 
formance in 1945, when this method of 
recording carrier performance was initi- 
ated, it is true that there is, on average, 
some improvement in the tested cate- 
gories, namely, promptness of first pay- 
ment, filing of accident reports, and 
payment of benefits without controversy 
in compensated cases. But in the first 
six months of 1951, as measured by 
compensated cases closed during that 
period, there is small room for con- 
gratulation to carriers as to their per- 
formance. On average there was nota- 
ble falling off from the inadequate and 
unsatisfactory level of performance that 
had so laboriously been attained by ad- 
ministrative urgings during the preced- 
ing six years. 

Experiences Set-Back 

“Why this should be so is far from 
clear. What is quite clear is that the 
hoped for steady performance improve- 
ment toward statutory requirements, as 
a minimum, has experienced a disap- 
pointing set-back. 

“Reported first payment of compensa- 
tion was made within 18 days from date 
of disability in only 76.7% of all uncon- 
troverted cases that were closed. This 
is a worsening in performance from 
the average of 78.5% in the preceding 
six months, a level of performance that 
was still short by 21.5% from the mini- 
mum performance the law exacts! 

“It took, on average, 22.3 days from 
the date when disability began, for 
carriers to make their first compensa- 
tion payment in compensated cases 
closed in the first half of 1951. 

“Accident reports were filed within 
the period required by statute in less 
than half, only 49.3%, of all compen- 
sated cases closed during the period 
January-June, 1951. 


Few Made Timely First Payments 
“Only three carriers, two of them 
self-insurers, made _ first payments 


within the statutory 18 days in as many 
as 90% of their uncontroverted claims. 
Thirty-three carriers, including five pri- 
vate self-insurers, two public self- 
insurers (the New York City Transit 
System and the City of New York), 
and 26 insurance carriers, made timely 
first payments in less than 75% of the 
claims they did not controvert. 
“No carrier filed its C-2 reports 
within 13 days—three days more than 
the statutory requirement of 10 days— 
in as many as 90% of its compensated 
cases. Eighty carriers filed less than 
75% of their C-2 reports within thirteen 
days after the accident occurred. 
“Here is sober food for thought, as 
well as urgent need for real effort to- 
ward prompter payment and prompter 
reporting.” 


ON N. Y. RADIO PROGRAM 

Monroe Flegenheimer, New York City 
agent; George Palmer, agent of the 
National Surety, and George Jackman, 
loss specialist, “participated in the “Ca- 
reer Clinic” broadcast of Radio Station 
WINS on Tuesday evening, Novem- 
ber 20, 


GENERAL ACCIDENT CHANGES 


Beaumont Heads Newly Established Cen- 
tral Service Department; Casey Is 
Appointed Statistician 

The General Accident Fire & Life In- 
surance Corp. and the Potomac Insur- 
ance Co. announce the appointment of 
George H. Beaumont as superintendent 
of a new department to be known as the 
central services department, and Robert 
E. Casey as Statistician. 

Mr. Beaumont’s association with the 
group dates from 1923 when he became 
affiliated with the compensation and lia- 
bility underwriting department. Since 
October, 1947 Mr. Beaumont has served 
as statistician of the General Accident- 
Potomac companies, and has gained wide 
experience in dealing with service prob- 
lems. Mr. Beaumont’s new position will 
extend the scope of his supervision to a 
number of the service elements of the 
companies’ home office in addition to 
the machine-record units of the statisti- 
cal department formerly under his su- 
pervision. 

Mr. Casey joined the General Acci- 
dent-Potomac group in 1929 and his en- 
tire career has been devoted to statisti- 
cal work. He has served in recent years 
as supervisor of statistical reports. 





WRITE BIG CALIFORNIA BONDS 


Fidelity & Deposit and Hartford A. & I. 
Execute Bonds for Navy Air 
Force Construction 

Morrision- Knudson Co. Ford J. 
Twaits Co. and Macco Corp. as joint 
venturers, have been awarded the con- 
tract by the U. S. Navy for the construc- 
tion of launching facilities, utilities and 
roads, at the Naval Air Missle Test Cen- 
ee Poy Mugu, Cal., at their price of 

661,000. The work consists of 12 build- 
ings, roads and power, telephone, fire 
alarm, water, fuel and_ sewage systems. 
Fidelity & Deposit Co. of Maryland 

originated the bonds on the work and 
will execute them with other sureties. 

Gunther - Shirley Co. and Trepki Con- 
struction Co., as joint venturers have 
been awarded the contract, at their price 
of $3,065,000 for construction for the 
U.S. Navy of a hangar at the Naval ait 
base at Richfield Park, Ariz. Hartford 
Accident & Indemnity Co. for Gunther- 
Shirley and Fidelity & Deposit Co. of 
Maryland for Trepki, are on the bonds 
for the job. 

U. S. Navy has awarded a contract for 
construction of a hanger at the Miramir 
Air Base, Calif., to the Gunther-Shirley 
Co., at a price of $3,040,415. Hartford 
Accident & Indemnity Co., will execute 
the bonds for the job. 
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Working For You 


The acid test of insurance is claim-handling. 
American claim offices and representatives, 
located throughout the United States, take pride in their 
record for prompt and fair handling of all cases, large 
and small. They are working for you—helping you hold 
business and maintain the reputation of your agency. 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 135 S. LA SALLE ST., CHICAGO 3, 


Zurich- 
strategically 


Making the utmost effort to satisfy 
claimants is an inflexible rule, for 
it is a strong Zurich-American con- 
viction that public good will is the 
most vital element in long-term 


business relationships. 


ILLINOIS 











Earle Heffley Chairman 
Of Kemper Junior Board 





EARLE HEFFLEY, JR. 
Heffley, 


Earle F. Jr.. a member of 
the advertising staff of Lumbermens 
Mutual Casualty, Chicago, has been 
elected chairman of the Kemper Insur- 
ance Junior Board. 

Composed of 11 members of the home 
office staff who are under 35, the board 
was established five years ago to give 
young executives experience in dealing 
with top management problems and to 
give top management, in turn, the bene- 


fit of younger men’s advice. 

Mr. Heffley was graduated from the 
University of Illinois in 1940. He lives 
in Chicago, is married and has two 
small children. 

New secretary of the Junior Board 


is Lowell D. Snorf, Jr., of Wilmette, 
Ill., a member of the legal staff. Charles 
L. Massey, member of A. & H. depart- 
ment, was named assistant secretary. 


H. Ward icone Buffalo, 
F. & C. Special, Dies at 76 


H. Ward Stewart, 76, prominent in 
Buffalo insurance circles for more than 
40 years, died recently. He had been a 
special agent for the Fidelity & Casualty 
for 41 years. 

Born in Philadelphia, Mr. Stewart 
came to Buffalo in 1911 to handle West- 
ern New York territory for the F. &C. 
His recent illness prevented him from 
attending a dinner November 6 at which 
Buffalo special agents had planned to 
honor him on his 4lst year with the 
company. 

Mr. Stewart was a member of the 
New York State Association of Insur- 
ance Agents, Columbia Lodge of Masons 
in New York, and Parkside Lutheran 
Church. 


Foster Observes Anniversary 


George E. Foster of the fidelity de- 
partment of the Hartford Accident & 
Indemnity Co. is celebrating his 25th an- 
niversary with the organization. A na- 
tive of Bridgetown, Nova Scotia, and a 
graduate of Acadia University at Wolf- 
ville, Nova Scotia, Mr. Foster first be- 
came associated with the Hartford in 
1926. He has been with the fidelitv de- 
partment since joining the company. 

Mr. Foster is a member of Rothsay 
Lodge No. 41 A. F. & A. M., Bridge- 
town, N. S., and is president of the 
Two Hartfords’ Stag Club. 


JANICE MINNICK HONORED 

Janice Lee Minnick, daughter of 
Homes Minnick, Kansas Manager of the 
Central Surety & Insurance Co. at 
Wichita, has been awarded a Christian 
Service scholarship at Texas Christian 
University where she is a freshman ma- 
joring in religious education. 
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North Discusses True 
Approach to A. & H. 


SPEAKS IN PHILADELPHIA 
Find Prospecting Problems Reduced to 
Minimum Through Intelligent Con- 
cept of Service to Public 
Through an intelligent concept of the 
service that can be rendered to the 
public through sales of sickness and 
accident insurance, problems of pros- 
pecting will be reduced to a minimum, 
said John E. North of The Prudential 





JOHN E. 


NORTH 


Insurance Co. before a meeting of the 
Philadelphia Association of Accident & 
Health Underwriters on November 21. 

Mr. North, who recently joined Pru- 


dential as director of sales for its new 
sickness and accident department, told 
his audience in an address entitled ‘ foi 
True Approach to A. & H. Sales” tha 


after receiving “the true vision of a. 
service we can render the a pub- 
lic through our knowledge of the busi- 
ness, we should examine our hae Posuaeh 
and ability in causing more people to 
purchase our service. 

Fail to Understand Motivation 


“Too many times we have failed to 
close a sale because we fail to under- 
stand what motivates, what impels the 
prospect to buy,” the Prudential offi- 
cial said. 


“When we 
should realize 


approach a prospect, we 
that human beings ‘want’ 


more than they can ever possess or 
achieve. The reason is that basic desires, 
from which such ‘wants’ stem, are in- 
satiable. 

“This situation is not to be con- 


demned as a sign of human weakness,” 
Mr. North maintained, “for all produc- 
tive effort stems from man’s efforts to 
gratify his desires. It is the basis of 
all economic activity. 

“When we realize that human beings 
want more than they can ever possess 
or achieve and we realize the strongest 
desire will take precedent over all other 
desires, we should feel no hesitancy in 
appealing to man’s greatest desire—the 
desire of economic self-preservation ac- 
complished through the medium of sick- 
ness and accident insurance. 

Get Prospect to Buy What He ‘Wants’ 

“The only possible way to motivate 
the Prospect to act is by keeping the 


‘w ant’ ’ satisfaction of your service he- 
fore him constantly. Get him to buy 
what he ‘wants,’” Mr. North declared, 


“and he’ll find some kind of justific ation 
for the ac “tion he has decided upon ‘emo- 
tionally. 

In conclusion he 


stated: “If we can 


if we can 


improve our skill moderately, 





R. C. Williams Advanced 
By Mutual Life of N. Y. 


RAYMOND C. WILLIAMS 


Raymond C. Williams has been ap- 
pointed assistant manager of the newly- 
created accident and sickness division of 


the Mutual Life Insurance Co. of New 
York, it is announced by Leigh 
Cruess, vice president and chief actu- 
ary. The company will begin next year 
to issue insurance, on an individual pol- 
icy basis, to cover expenses and loss 
of earnings due to accident or illness, 


or both. 


Mr. Williams, who has been a special 


reviewer in the company’s policy pay- 
ment division since 1939, is a graduate 
of St. John’s University and a member 


‘New York Bar. 


of the 
HANDLES PERSONAL PROPERTY 

The Switzerland General Insurance Co. 
has been licensed in Canada to handle 
personal property insurance, in addition 
to the classes for which it is already 
registered. 





keep our attitude on a high, enthusiastic 
plane, if we can maintain faith and con- 
fidence in ourselves, if we can truly 
motivate and impel prospects to buy by 
enthusiastically demonstrating to more 
people the real worth of an accident 
and sickness contract, nothing can stop 
us in doubling our production in the 
year ahead.” 

Mr. North was introduced to his audi- 
ence of more than 50 underwriters by 
Cond: carr, program, chairman of the 
Phil ladelphia association. 


Bert Hedges to Direct 
Disability Sales Course 


Carl A. Ernst, president of the Inter- 


national Association of Accident & 
Health Underwriters, has named Bert 
Hedges, Business Men’s’ Assurance 


manager in Wichita, Kans., as director 
of the forthcoming Disability Insurance 
Sales Course to be held at the Univer- 
sity of Illinois, December 3, 4, 5. The 
committee includes, Jack Westra, North 
American Life & Casualty, Madison; 
Gerry Ramsey, Olympic National Life, 
Seattle; Roy MacDonald, Health & 
Accident Underwriters Conference; 
Charles Ray, Hoosier Casualty, India- 
napolis and William Coursey, executive 
secretary, International Association. 

This course is to be conducted gen- 
erally by members of the University of 
Illinois staff and speakers from the 
accident and health industry. The In- 
ternational Association has prepared its 
own text. Sixty enrollees were selected 
on a nationwide basis to attend the 
course. It is the plan that they should 
conduct similar training courses through- 
out the nation during the forthcoming 
year. 

Text material will be supp!emented by 
the Lebby-Gordon portfolio, “Successful 


Ideas for A & H Sales.” This book 
contains over 100 successful sales ideas, 
tried and tested by topnotch men in the 


A. & H. 


$100,000 Stock Dividend by 
National A. & H. of Phila. 


The National Accident & Health In- 
surance Co. of Philadelphia, which has 
made healthy production progress this 
vear, recently increased its capital stock 
from $300,000 to $400,000 with the ap- 
proval of its stockholders. At a subse- 
quent meeting the board of directors of 


industry. 


the company on November 15 declared 
a stock dividend in the amount of 
$160,000. 


In making this announcement, Thorn 
W. Mock, president of the company, 
also indicated that the October produc- 
tion of National Accident & Health was 
the best for any month since 1948. A 
large portion of this increase was due 
to the company’s newly introduced hos- 
pital expense policy which has been well 
received in the field. 

The National’s production emphasis in 
1952 will be on the development of com- 
mercial A. & H. business. For many 
years the company has operated in the 
monthly premium field and writes a 
sizable volume in 19 states and D. of C. 
In stepping up its commercial writings 
in 1952 it is planning to develop new 
territory as well as to make new general 
agency appointments, Mr. Mock said. 


PAN - AMER. CASUALTY IN COLO. 
Pan-American Casualty Co., Hous- 
ton, has expanded its field of opera- 
tions to include Colorado, the eighth 
state in which it is licensed. Organized 
in 1947, the company has increased its 
surplus to policyholders over 239%. 











It’s Easiest 


ACCIDENT 
Lifetime Indemnity for Total 
Disability 


SURGICAL 
Complete Schedule From $5 to $300 





to 


PERFECTED PROTECTION 


HOSPITALIZATION 
Choice ot Five Plans From $5.00 to $12.50 per day 


Coverages on Individual, Franchise and Group Basis 
Including Family Policies 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 


Sell the BEST 


HEALTH 
Two Years—No House Confinement 
Required 


MEDICAL 
At Home—Doctor’s Office—Hospital 














American Health Corp. 
Elects Washburn President 





Dorsey-Ncwspix 


WILLIAM deV. WASHBURN 


Duncan, chairman of the 
Health Insurance 


Alexander E. 
board of American 
Corp. of Baltimore, a member of the 
Commercial Credit group of insurance 
znd commercial banking companies, an- 
nounces the election of William deV. 
Washburn as president of American 
Health effective December 1, succeeding 
John F. McFadden who is retiring. 

Mr. W ashburn was born in Urbana, 
Ill.; is a graduate of American Univer- 
sity, Washington, D. C. and of Harvard 
Graduate School of Business Admin- 
istration. He has been executive vice 
president and a director of American 
Health since December, 19 

Mr. Duncan also announces the elec- 
tion of Henry Clay Dodson as executive 
vice president of the corporation, effec- 
tive December 1. 

Mr. Dodson was born in Talbot Coun- 

Md.; is a_graduate of Johns Hopkins 
itcess bs. Mr. Dodson has been vice 
president in charge of underwriting and 
claims for American Health since 1946 
and was elected to the board of directors 
of the corporation in May, 1950. 


UNITED ENTERS NEW STATES 


Grants Markus Organization Exclusive 
Franchise for Sale of Line of 
Commercial Policies 
O. T. Hogan, president of United In- 
surance Co., Chicago, announces that the 
agency organization, headed by Roy C. 
Markus, Cleveland, is now representing 
the company in the states of Kansas, 
Pennsylvania, Michigan, Ohio and TIlli- 
nois, and under present plans will open 
branch offices in Texas, Indiana, 
Missouri, West Virginia, Virginia, Mary- 
land, and Washington, D. C., iii the very 

near future. 

Mr. Hogan explained that the United 
has granted Mr. Markus an exclusive 
franchise for the sale of a special line 
of commercial policies in these states. 
The new policies, which provide lifetime 
accident and sickness indemnities with 
hospital benefits, will also be written in 
combination with various life plans. 

The present Markus organization com- 
prises a total of more than 100 full time 
fieldmen headed by the following state 
managers: E, C. Markus and J. D. Bain, 
Chicago; Sidney J. Bertin, Detroit; Jack 
and Burt Borman, Pittsburgh; Joseph 
Weiss, Kanas City, Kan.; and Seymour 
Levy, Cleveland. 


MORTENSON IS MADE MANAGER 
Steven M. Mortenson has been made 
manager of the Mount Vernon, IIl., c 
fice of the Standard Accident Insurance 
Co. and its affiliate, the Planet Insurance 
Co. The Mount Vernon office which 
comes under the jurisdiction of the com- 
panies’ Chicago branch office was estab- 


lished in 1947, 
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A VALUABLE ADDITION 
TO YOUR AGENCY 


As your agency grows, customer relations become more 
and more important. The public, increasingly aware of the 
value of the services offered by established insurance agencies, 
places its business with the organization which appears best 
equipped to offer these services. 









One of the best ways to add to your prestige as a 
real service-giving agency and to stay ahead of competition 
is to take another capable man into your organization. And 
one of the best ways to make such a man helpful to you 
quickly, and to insure his and your success, is to send him to 
The Travelers Casualty, Fire and Bond School. 















At The Travelers school, the young man you select will receive six weeks of ( 
classroom sessions, sales demonstrations, clinics and individual instruction from men who 
themselves have been successful insurance producers. Your young man will come back 
thoroughly trained, confident and a valuable addition to your agency. 


The nearest Travelers Casualty Manager will be glad to 
explain the qualifications required of training school applicants. 


THE TRAVELERS INSURANCE COMPANIES sanrtroro, connecticut 




































































The Doctor looks at Diabetes 


It is estimated that there are one million 
people in our country who have diabetes... 


Their chances of living happy, useful lives are better 
today than ever before. In fact, life expectancy for the 
average diabetic is now double what it was before the 
discovery of insulin. 


Moreover, the outlook for still further gains against 
this disease is good, as medical science is constantly 
improving the treatment for diabetes. New types of 
insulin, for example, have made possible better control 
of this condition. Hope for future progress lies in cur- 
rent research on insulin and on utilization of food by 
the body. 

Doctors say, however, that successful control of 
diabetes more than ever depends largely upon the 
diabetic himself, who must understand his disease in 
order to learn to live with it. Above all, he must co- 
operate closely and faithfully with his physician in 
keeping insulin, diet, and exercise in correct balance. 

Today, the patient who carefully follows the doctor’s 
instructions about these three essentials of treatment 
—as well as other measures to maintain good health— 
can usually look forward to many years of happy living. 


However, there are a great many people 
in our country who have diabetes, 
but do not know it... 


This is because the disease usually causes no obvious 
early symptoms. Yet detection is easier today than 
ever before. For instance, it is now possible for anyone 
to make a simple test at home to detect sugar in the 
urine—one of the signs of diabetes. 


This test is also a routine part of most medical exam- 
inations. If the test is positive, the doctor can then 
make additional tests to determine whether the pres- 
ence of sugar is due to diabetes or some other condition. 


Authorities urge everyone—particularly those who 
are middle-aged, overweight, or who have diabetes in the 
family—to have a check-up for diabetes included in 
regular physical examinations. In this way, the disease 
can be discovered early when the chances of successful 
control are best—often by diet alone. It is especially 
important for those who are overweight to be on guard 
against this disease, as studies show that 85 percent of 
diabetics over age 40 were moderately or markedly 
overweight before the onset of the disease. 








Doctors stress the importance of 
learning the symptoms of this disease. 
They are: excessive hunger, excessive 
thirst, excessive urination, continual 
fatigue, and loss of weight. Although 
these symptoms may indicate well- 
established diabetes, prompt and proper 
treatment can usually bring it under 
control. Indeed, many patients live as 
long with diabetes as they would be 
expected to live without it. 
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COPYRIGHT 1951—METROPOLITAN LIFE INSURANCE CO. 


Metropolitan Life 


Insurance ‘{? Compan 
y 


1 Mapison Avenue, New York 10, N. Y. 


This advertisement is one of a con- 
tinuing series sponsored by Metro- 
politan in the interest of our national 
health and welfare. It is appearing in 
two colors in magazines with a total 
circulation in excess of 32,000,000 in- 
cluding Collier’s, Time, Newsweek, 
Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Maga- 
zine, Woman’s Home Companion, 
National Geographic. 
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